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ELECTRICAL 
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for A Master (ode 


ODES are the order of the day. Every phase of American business is 
to have one. Each branch of the electrical industry either has drafted 
one or has one under consideration. All this is splendid, but the 
electrical industry needs a master code, defining the relationship of one 
branch to the other and correlating the whole industry into a hard-driving 
commercial unit. Here are some principles to which the whole industry must 


subscribe: 


1. The electrical industry believes in industry solidarity and coordination, 
with each branch having a full understanding of the problems, duties and 
responsibilities of every other branch. 


2. The electrical industry believes in organized industry cooperative 


action as an aid to selling in all fields, and particularly in the domestic market 


3. The electrical industry believes that all business in the industry should 


be conducted ethically and at a reasonable profit. 






NIVEN such a master code which could be administered by such organi 

zations as the Pacific Coast Electrical Bureau, the Electrical League of 
Colorado and similar industry cooperative bodies in other territories, the elec 
trical industry would enter the so-called ‘new era” as a unit, geared for sales 


action as never before in its history. 
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MOOTH selling isn’t necessary to 


induce your customers to trade 


LOST 


Ty 


Tih ICE-T 
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their outdated, slow electric ranges 
for new fuel stoves—salesmen 
are doing it every day on the basis 
of speed. Five-year-old ranges can’t 
compete with 1933 models when it 
comes to fast cooking. 

How many ranges 5 or more years 
old are on your lines? 1,000? 10,000? 
Multiply that figure by $50—the av- 
erage annual revenue from an electric 
range. Is that revenue worth saving? 

Whether it totals $50 or $500,000, 
that revenue represents a lot of work 
in past years. It represents a big 
capital investment in providing sery- 
ice. Are you going to see that work 
nullified? Are you going to let that 
Capital investment go to waste? 

Chromalox Super-Speed Replace- 
ment Range Units are the answer. 
Bring those ranges up-to-date by re- 


placing the old, slow units with new, 
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high-speed ones. It won't cost the 
customer very much, but it will make 
her old range as fast as any modern 
models. And it will put a “STOP” 
sign in front of the best argument 
your competitors have—speed. 

Other companies have done it— 
one Pacific Coast company spent 
$25,000 to replace 500 obsolete ranges 
so that a new-range campaign 
would have clear sailing. Chromalox 
Super-Speed Replacement Units offer 
a far cheaper method of doing sub- 
stantially the same thing. Why 
hesitate? 

With no large stock investment, 
no wiring or trade-in problems, it’s 
a sure-fire selling job. 

Chromalox units and a screw driver 
can save you $50 a year on every 
obsolete range you serve. Test one of 
the units yourself. You'll see the 


possibilities, too. Mail the coupon 
for your FREE copy of ‘*How to Sell 


More Ranges’’— giving you facts and 


figures on maintaining and building 


your electric range load at a profit. 


MAIL THIS COUPON WITH YOUR LETTERHEAD 
To Nearest Direct Factory Representative 

THE ELECTRIC MATERIAL CO., Inc 

912 E. Third St., Los Angeles, Calif. 

163 Second St., San Francisco, Calif. 
MONTGOMERY BROTHERS 

911 Western Ave., Seattle; 308 Pine St., Portland 
The PETERSON CO., 1921 Blake St., Denver, Colo 
or to EDWIN L. WIEGAND CO. 

Manufacturers of Chromalox Heating Units 

7540 Thomas Boulevard, Pittsburgh, Pa. 
Without obligation, please send us complete data 
about Chromalox Super-Speed Range Units includ 
ing ( ) Elec. Testing Laboratories Boiling Speed and 
Efficiency Report, () Sales Helps, Window Dis- 
play, () Prices, Quantity Discounts 
Also ship us for 10 days’ FREE examination and 
test the following units. We agree to return these 
units, postpaid, in 10 days; otherwise charge them 
to my account less 30% discount. Be sure to specify 
model and make of range. 


0 1000-watt units to fit ri eee 
ep > Seer ee 
0 1500-watt units to fit 

0 2000-watt units to fit... 
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To the “top” executives, we make 
one plea. Keep your door open, and 
your mind too, for suggestions, yes, 
and criticisms too, from the help. They 
are much closer to the ground, know 
so much more intimately what is go- 
ing on, how people feel, what danger 
signs are ahead, than do the people 
with whom you are likely to come in 
contact in your own circle. Many an 
executive has so insulated himself from 
the ground as to become blithely un- 
aware of piled up charges of public 
misunderstanding and hate until the 
strain was too great and they blew up 
and wrecked all or part of the system. 
Many a municipal ownership reprisal 
never would have happened had “the 
chief” been receptive to a humble 
workman’s suggestion that all was not 
well and something should be done 
about it. 
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Contract 


Peruaps it’s because we like con- 
tract bridge, but anyway Frigidaire has 
started a national sales campaign that 
incorporates a real sales stimulus. “Set 
Your Own Quota” they call it. Each 
salesman estimates the amount of busi- 
ness he can turn’ in during July and 
August. Then he bids, i.e., sets his 
quota. If he makes it he wins; if not 
he gets only the ordinary commissions. 
And the higher he bids, the greater the 
awards—again, if he makes it. 

For example—the lowest quota that 
a contestant may set for himself will 
bring him a bonus of $4 plus 20 cents 
on every additional $25 worth of busi- 
ness. But if he sets the highest quota, 
the award for making his bid is $100 
with $1 for each $25 of additional busi- 
ness. There is a sliding scale in be- 
tween. 

It’s human nature to gamble. And 
we know a lot of salesmen of one kind 
or another. That’s another reason why 
the idea appeals. 


. 
Fair 


[respective of what other people 
may think, Pacific Coast electrical men 
who have visited the Century of Prog- 
ress Exposition in Chicago universally 
commend the electrical features. Light- 
ing, they say, beggars description. Ex- 
hibits are educational, instructive, in- 
teresting, complete. 

Eeyxnomic reasons are going to pre- 
clude the possibility of a visit to the 
exposition for many electrical people 
here in the far West. Electrical West, 
however, has stepped into the breach. 


Electrical West 





The Editors 
Think Out 
Loud 


In this issue is an eight-page pictorial 
insert, which is the next best thing to 
an actual trip to Chicago. 

As an alternative to a real conven- 
tion we held a “Convention in Print” 
in June. This Century of Progress fea- 
ture might be called, then, “Chicago 
Fair by Proxy.” 
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Leapersuie has its penalties as 
well as its rewards. One of its costs 
is that of playing the game, no matter 
how tempting the by-path. The leaders 
of association groups must stand for 
the things they preach. Failing that 
means failure in leadership. 
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Electricity begins at home—so does 
industrial, or any other brand of re- 
covery. And the Bureau of Power 
and Light, Los Angeles, believing 
this, takes electric cookery right out 
into the shops and yards to sell its 
own folks the electric range. “I use 
it myself” is the most convincing of 
reasons why friends and neighbors 
should do likewise 


Backfire 


W ILD trade-ins, unusually big dis- 


counts, false claims have a way of 
bouncing back and hitting one in the 
face. In some localities the desperate 
tactics used by some dealers to sell 
refrigerators is actually making the 
public suspicious of mechanical refrig- 
eration in any form. It is a laugh for 
the ice-man, but it is no laughing mat- 
ter for the electrical business. With 
the public demand for refrigerators 
what it is today, and many distributors 
unable to make deliveries fast enough, 
there is no need for desperate selling 
tactics that give a black eye to electric 
refrigerators. Sell refrigeration, don’t 
buy second hand ice boxes, giving away 
the electric refrigerator as a premium 
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Pusurcrry release from Westing- 
house says that a big castor oil plant 
has just been rehabilitated and ex- 
panded. Can it be that President 
Roosevelt is keeping this Mussolini ace 
card up his sleeve for the non-coopera- 
tors, the gyps and price cutters who 
are holding back on NIRA codes? 
v 


Come right down to it, this NIRA 
program comes nearer being the be- 
ginning of Technocracy, for which so 
many engineers show a decided fond 
ness, than it does the traditional De 


mocracy. If we get the Techs right, 


the foundation of their idea is of a 
guaranteed minimum living standard t 
the entire population, with the top left 


open for initiative to grow and flourish. 
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NIRA 


Ever watch a group of kids play 
ball? Constant bicker and quarrel. 
“You did too!” “I did not!” “That’s 
not fair!” “It is so!” “Aw, I don’t 
wanta play.” Kid stuff. Well, that is 
the way business has been run too—kid 
stuff. Either no one knows or tries to 
live up to the rules of the game. Most 
anything goes, “if you can get away 
with it.” Such has been the conduct— 
if you can call it such—of the past. 
The “New Deal” proposes that each 
business set up rules and conduct its 
business according to those rules. Prog- 
ress toward that goal is rapid, consid- 
ering that the entire industry and busi- 
ness of all America must be mobilized 
according to the new formula. Since 
last issue, the developments in the 
Western states, with particular refer- 
ence to the electrical industry, are 
swiftly reviewed in the following. De- 
tails, naturally, cannot be gone into, 
but Electrical West will be glad to 
answer any questions or to put any one 
in touch with those who are actively 
at work on any particular phase of the 
NRA program. 
@New Initials—To shorten up the 
name, NIRA now refers to the Na- 
tional Industrial Recovery Act itself. 
NRA refers to the National Recovery 
Administration. General Johnson, ad- 
ministrator, didn’t care much for that 
“neera” connotation mentioned last 
month. 


@President Talks—To speed up the 
effect of the program, President Roose- 
velt launched a blanket agreement, 
under provisions of NIRA, section 4a, 
appealing to the employers and em- 
ployees of the entire nation to swing 
into step in the national plan to get 
unemployment out of the trenches be- 
fore Christmas. Beginning Aug. 1, 
shorter hours and at least the same 
total wages were asked of every em- 
ployer, by a voluntary agreement with 
the President. 


@State Legislation in support of NIRA, 
proposed in California, was dropped 
upon advice that NRA did not think it 
necessary. 


Manufacturers 
@ Manufacturers, through NEMA, pre- 
sented their code, had hearings on it, 
last month. Some appliance groups, 
and independent lamp manufacturers 
objected to its provisions that call for 
statistical reports to the NEMA execu- 
tive committee. Labor objected to the 
percentage of learners or apprentices 
prescribed, maintaining there were too 
many skilled people idle. Insertion has 
now been made of a clause exempting 
branches of the manufacturing industry, 
such as refrigerator, vacuum cleaner, 
battery, radio, telephone and lamp man- 
ufacturers who are to submit codes of 
their own. Wage minimums are being 
reviewed by NRA research staff. 


2 








What’s Doing in the West 


@ Southern California electrical manu- 
facturers are being organized by the 
Biddle Trade Bureau, in Los Angeles, 
and are in contact with NEMA on its 
code. 


q@ Manufacturers’ Representatives in 
the San Francisco bay area, after one 
or two preliminary meetings, decided to 
wait until the manufacturers’ code has 
been adopted before attempting further 
organization. 

Wholesalers 
@ Wholesalers, through NEWA, have a 
national code in preparation. The sit- 
uation here is likewise complicated by 
the distributor set-up on appliances. 
Various groups in the industry are 
seeking to reach agreement on many 
of these problems. Likewise the mail 
order house and hardware jobber, who 
also sell wiring materials, complicate 
the supply end of the wholesalers’ code. 
E. Donald Tolles, managing director, 
NEWA, has given the opinion that his 
association can only hope to produce a 
code clearly defining regulations en- 
forceable upon electrical wholesalers. 


Pacific Division, NEWA, chairmanned 
by Al Nicoll, Graybar Electric Co., San 
Francisco, will have as the principal 
feature of its program at Del Monte, 
Aug. 10-12, the discussion of the whole- 
salers’ proposed code. 


q@. Northwest wholesalers, under Harry 
Byrne, are well set up in Seattle, with 
an association broadly including all 
firms offering electrical goods at whole- 
sale, and is ready to take over the ad- 
ministration of the new code as soon 
as approved. A movement is on foot 
in Portland to set up a similar organ- 
ization, Harry Byrne being active in 
that movement too. 


q. Appliance wholesalers seem to be or- 
ganizing separately from the whole- 
salers for other electrical lines in both 
the Los Angeles and San Francisco 
areas. Several meetings of the Pacific 
Radio and Electrical Appliance Whole- 
salers of Northern and Central Califor- 
nia have been held under the call of 
George Curtiss, secretary, Pacific Radio 
Trades Assn., out of which this new 
group has sprung. A tentative code has 
been drafted and is under discussion. 
Whether this group will later work 
with NEWA depends upon the appli- 
ance provisions of the NEWA code, it 
is said. 


@ Southern California likewise is split 
into two groups, one affiliated with 
NEWA, in which all of the wholesalers 
of the region are either in or joining. 
N. W. Graham, Graham-Reynolds Co., 
has been appointed by NEWA as mem- 
ber of its code committee for the Pacific 
division. Harry Harper, Pacific Coast 
manager, Graybar, first vice-president 
of the Los Angeles Chamber of Com- 
merce, is heading up that organization’s 
city wide activity for NRA. 


Dealers 
@ Dealers’ organizations, too, are 
springing into existence, some overlap- 





ping other dealer groups and likewise 
into either wholesaling or manufactur- 
ing. Before long, indications from 
Washington point out, they will be 
asked to get together and try to work 
as one organization. 


Portland and Oregon dealers seem to 
be proceeding slowly, still inhibited by 
state anti-trust laws which must either 
be set aside in the emergency or re- 
vised. Some of the leading dealer or- 
ganizations of Portland and Seattle in- 
dicate a desire to set up local organiza- 
tions and to affiliate with other Pacific 
Coast associations for joint action. 


@San Francisco bay area dealers will 
probably all head up under the new 
appliance association which will be fos- 
tered by the Pacific Radio Trades Asso- 
ciation and Pacific Coast Electrical 
Bureau. The latter is interested in or- 
ganizing dealers for cooperative sales 
activity, and has appointed Bert Reyn- 
olds, of P. G. and E., as organization 
chairman, to help the work along. 
George Curtiss, of the former organ- 
ization, will work out the angles on 
codes and dealer distribution problems. 


@ Furniture retailers will discuss the 
proposed code for their business at the 
Retail Furniture Assn. of Calif., Inc., 
meetings in connection with the West- 
ern Furniture Market week, San Fran- 
cisco, Aug. 7-11. A. Cameron Ball, 
managing director, has copies of the 
code for interested parties. 


Fixture dealers in San Francisco, 
after inquiry from national societies of 
fixtures dealers, found no code in prepa- 
ration, and drafted one of their own. 
Then, July 31, a code proposed by the 
Artistic Lighting Equipment Assn., was 
received and a meeting called to dis- 
cuss its content. Heading up the San 
Francisco group are William Boyd, 
chairman, Ed Dowd, Walter Hanschen 
and Marvin JankeJson. The program in 
this industry branch is extremely com- 
plicated by the direct sale by manufac- 
turers, so that the code must embrace 
manufacturing, wholesaling and retail- 
ing. 

@ Denver’s activity for business recov- 
ery will probably be headed up by the 
Electrical League of Colorado, with the 
cooperation of the Rocky Mountain 
Electrical Assn. The latter called a 
meeting July 24 to discuss steps to be 
taken. George Bakewell, manager of 
the league, can supply information as 
to Colorado activity. 


@ Southern California is in the throes 
of organization, two groups being ex- 
ceedingly active in the work. The first 
is the Biddle Trade Bureau, which under 
A. H. Gudie, is organizing the contrac- 
tor-dealers. More emphasis on the con- 
tracting end of the matter is being 
given by this organization. The second 
organizing group is the Radio-Music 
and Domestic Appliance Assn. of So. 
Calif., Ltd., headed by J. V. Guilfoyle. 
The latter called a meeting of dealers 
July 20, at which Joe Guilfoyle an- 
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“In war, in the gloom of night attack, soldiers wear a 
bright badge on their shoulders to be sure that comrades do 
not fire on comrades. On that principle, those who cooper- 
ate in this program must know each other at a glance. 

“That is why we have provided a badge of honor for 
this purpose, a simple design with a legend, ‘We do our part,’ 
and I ask that all those who join with me shall display that 
badge prominently. It is essential to our purpose.” 


—President Franklin D. Roosevelt, in his radio 
address to the people, July 24, 1933. 


nounced the organization plans, read 
tentative codes, appointed a dealer com- 
mittee. This organization seeks to em- 
brace manufacturers, wholesalers and 
dealers, and possibly is too broadly con- 
ceived to operate efficiently. Mr. Guil- 
foyle intends to make a tour holding 
meetings in 25 southern California cen- 
ters presenting the radio and appliance 
codes, which he intends to submit to 
NRA about Aug. 16. 


@San Diego dealers, already success- 
fully organized under a finely operating 
refrigeration bureau, is organizing a 
Bureau of Radio and Electrical Appli- 
ances of San Diego County, independent 
of any other southern California activ- 
ity. It already numbers the majority 
of San Diego dealers. Officers are E. 
W. Meise, San Diego Consolidated Gas 
& Electric Co., president; James Urqu- 
hart, Urquhart’s Radio & Appliance 
Store, first vice-president; Ed Brunelle, 
Holzwasser’s Department Store, second 
vice-president; Sam Hall, Electric Sup- 
plies Distributing Co., treasurer. A 
code committee is busy drafting a code. 


C ontractors 


Contractors’ activities throughout the 
West are directed at organization and 
membership, while awaiting the sub- 
mittal and hearings of their code at 
Washington, by Larry Davis, managing 
director, NECA. A revised code, dated 
July 19, has been prepared. It differs 
from the original sent out to members 
by means of NECA Bulletin, and “Elec- 
trical Contracting” magazine in a few 
particulars. First, a contractor is de- 
fined very completely. Second, a sched- 
ule of types of labor and minimum 
scales for each classification is being 
worked out. This is extremely difficult, 
since local conditions play so great a 
part. For example, in New York City 
a different scale is paid for old work 
than for new work. Likewise there is 
a tendency to fix scales on a basis of 
the size of the city, which Westerners 
feel is contrary to practice out here. 
They want the same scale for the en- 
tire region in which they find them- 
selves. Thus northern California wants 
a uniform wage schedule. So does most 
of southern California. Frank Sievers, 
San Francisco, national executive com- 
mitteeman, has sent in such a request. 

In the fair competition code a con- 
tractor is required to keep all estimat- 
ing sheets for possible review. Cost 
is further defined so as to include all 
true costs, especially under job expense, 
because of a possible low minimum of 
15 per cent for overhead, and 6 per 
cent “to conserve the capital resources 
and provide a return on his invest- 
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ment.” The “policing” mechanism of 
the code is also set up in detail. 


@Denver contractors, led by President 
W. A. J. Guscott, Secretary Stiles, and 
E. E. Stettler, met with contractors of 
Pueblo and Colorado Springs, at the 
latter city, to discuss and organize 
under NRA. The Denver association 
has opened its membership to both 
union and non-union shops and has ap- 
proved the tentative code of NECA 
with some suggested changes. 


@Los Angeles and southern California 
contractors held a big meeting July 20, 
with Glenn Arbogast presiding, and 
A. H. Gudie, as secretary. The NECA 
tentative code draft was endorsed with 
some suggested clarifications, all of 
which are now cared for in the revised 
draft. The organization now contains 
250 members, represents 25 chapters, 
and is arranged into classifications of 
work, such as industrial, residential. 


@San Diego contractors, under Sam 
Wymer, president, Walter Rainey, sec- 
retary, and V. R. Knight, chairman of 
the motor division, have been holding 
meetings, organizing, settling on hours 
and wages. 

@San Francisco bay area contractors, 
through the Electrical Contractors’ 
Assn. of No. Calif., with Lloyd Flat- 
land, president, and a series of commit- 
tees, each assigned to care for the needs 
of the subchapter organizations in other 
surrounding cities, have been active in 
all phases of the program. The organ- 
ization went on record requiring all 
members to sign up on the blanket NRA 
agreement with the President. 


(Sacramento Contractors’ Assn. as a 
group asked to join the northern Cali- 
fornia Chapter, and through it the 
NECA. 


@ Fresno contractors after several meet- 
ings appointed H. H. Courtright to 
make negotiations to join the northern 
California chapter. 


q@ Marin, Napa and Sonoma county con- 
tractors held a meeting to form an or- 
ganization, called together by Harry 
Eklund, San Rafael electragist. 


@Neon Sign Assn. of Washington has 
forwarded to NRA a code providing for 
a working week of 32 hours. A mini- 
mum of 50 cents an hour for unskilled 
help, and union scale for skilled work- 
ers, was asked. C. I. Fisher is secre- 
tary of the association which embraces 
all neon sign makers in the state. 


Power Companies 

Light and Power Companies—Can- 
vass of opinion among executives of 
light and power companies as to the 





MEMBER 


WE DO OUR PART 


probable effect of the NIRA upon that 
industry reveals some divergence of 
opinion. Briefly the following repre- 
sents a cross section and summary of 
opinion here on the Pacific Coast. 


1. Since the primary purpose of the 
Act is to increase further and to dis- 
tribute the purchasing power of the 
mass of the people by placing first 
emphasis upon the number of hours 
and minimum wage of workers, the 
utilities are undoubtedly to be included. 
within the scope of the Act. 


2. Secondary importance from the 
standpoint of the NRA is placed upon 
selling below cost and elimination of 
unfair competition. In this field the 
utilities are already well regulated by 
the nature of their business and by 
state regulatory bodies. 


3. The utilities already have a com- 
paratively high minimum wage and a 
comparatively short working week on 
the average. 


In view of these facts it would seem 
that a prompt study of minimum wages 
and working hours must be undertaken 
to determine if a code covering these 
conditions is desirable or essential. 
Since the light and power business is 
a basic industry it must expect to con- 
form to labor and wage conditions in 
line with industry generally. 

The point is made that utilities must 
make plain that, already burdened with 
discriminatory taxation, they will be 
forced to seek government cooperation 
for rate increases provided a code is 
imposed which raises operating costs 
due to wage increases. 

Consideration to the whole subject is 
being given by the Edisoa Electric In- 
stitute and any utility company may 
secure information by writing to B. F. 
Weadock, managing director. 


q@REMEMBER—Electrical West has 
enlisted all of its services to the aid of 
the electrical industry in this drive to 
restore sensible, decent business. Write 
here for any information. If we do not 
know the answer we will ask those who 
do and tell you. No matter what little 
inconvenience the first adjustments 
make you suffer, join the President in 
this crusade. DO YOUR PART. 
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Sales of the Month » » » 


Refrigerator 


Sales Up 


Consotwatinc gains made in 
May and June, practically all of the 
refrigeration manufacturers have an- 
nounced intensive late summer and fall 
sales campaigns. For most manufac- 
turers May and June were the best re- 
frigerator months for two years or 
more. 

Frigidaire Corp. launched an inten- 
sive summer business campaign on 
July 15 with large space advertising 
copy, a coast-to-coast radio program 
and the distribution of 5,000,000 four- 
page rotogravure tabloid papers carry- 
ing the story of Frigidaire’s features 
and economies. Prior to the launching 
of the campaign R. G. Hutchison, man- 
ager of the Pacific division, together 
with three members of his staff, held a 
series of sales meetings for salesmen 
and dealers in the principal Pacific 
Coast cities. At the sales conventions 
held in Los Angeles, San Francisco, 
Portland, Seattle, Spokane and Salt 
Lake, Mr. Hutchison was assisted by 
George Shane, regional household sales 
manager, Elmer J. Riley, regional com- 
mercial sales manager, and A. J. Harri- 
son, regional advertising and publicity 
representative. 

Programs for the meetings featured 
the showmanship demonstrations which 
will be the basic theme of the sales 
presentation to be used during the 
drive. Novel methods of demonstrating 
the features of lifetime porcelain, the 
principles of “stataflex” insulation, 
economy of operation, ice cube freez- 
ing capacity and the automatic ice tray 
release were shown to salesmen and 
dealers. 

¥ 


Kelvinator Plans 
Campaign 
With May and June sales exceeding 
any previous month in the history of 
the company, Kelvinator Corp. an- 
nounced the greatest midsummer ad- 
vertising and sales campaign in its his- 
tory, according to H. W. Burritt, vice- 
president in charge of sales. Orders 
received in June totaled 44,525, which 
is 129 per cent greater than the best 
previous June in Kelvinator history. 
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@Sample of the kind of appliance 
display that will be seen at the fur- 
niture market weeks, in San Fran- 
cisco, Portland, and Los Angeles, is 
this of the Apex-Rotarex Manufac- 
turing Co., of Oakland. At the San 
Francisco show, in the Western 
Furniture Exchange, Aug. 7-11, there 
will be exhibits by RCA - Victor, 
Norge, Westinghouse Lamp Co., 
Leo J. Meyerberg Co. and a number 
of other electrical appliance manu- 
facturers. Buyers from all parts of 
the West will flock to the market 
week and festivities 


G. E. “Manhunt” 
Successful 

Having completed “The Man Hunt,” 
one of the most successful sales cam- 
paigns in the history of the General 
Electric Refrigeration Division, this or- 
ganization is planning another spectac- 
ular drive for early fall in the form of 
a special sales contest. 

On the Pacific Coast L. H. Bennett, 
of San Francisco, won the title of Po- 
lice Commissioner in the man hunt, and 
with it a trip to the Century of Prog- 
ress exposition. C. W. Hartenfels, 
manager of the refrigeration division 
of the General Electric Supply Corp. 
at Portland, was the winning wholesale 
manager in the Pacific Coast territory 
and also will visit Chicago. A. G. No- 
sen and W. H. Durland, of Mr. Harten- 
fels’ organization, won titles of Lieu- 
tenant and Captain, respectively, as 
well as a trip to the fair. 

Freeman Chambliss, of the Bakers- 
field sales force of the Valley Electrical 
Supply Co., was winning salesman of 
that organization, while H. W. Diehl, 
dealer of Dinuba, qualified along with 
him for a visit to Chicago. 

v 
Norge and Apex 
Consistent Drive 

Al Meyer, manager, Leo J. Meyberg 
Co., distributors of Norge refrigera- 
tors, says that sales of this make have 
been consistent during the summer, tie- 
ing in with refrigeration bureau activi- 
ties and doing steady consumer adver- 
tising. To carry this summer impetus 
ver into the fall, a special campaign 
is expected, details of which have not 
yet been announced. 

J. F. Stevens, jr., advertising man- 
ager of the Apex-Rotarex Co., Oakland, 
likewise has promoted the idea of a 
consisent, year round selling effort on 
Apex refrigerators. Usually handled 
in conjunction with the company’s 
washing machines and cleaners by a 
retail outlet, this consistent selling re- 
sults in year round volume, 

v 
@ Lighting Show—Sponsored by the 
Southern regional lighting commit- 
tee of the Pacific Coast Electrical 
Bureau, a lighting show and exposition 


will be held in Los Angeles during 
September. One entire floor of the 
Edison Building will be devoted to ex- 
hibits installed by all manufacturers 
desiring to participate. Daily meetings, 
each designed specifically to answer 
lighting questions raised by architects, 
interior decorators, window display 
managers, building owners and man- 
agers and purchasing agents will be 
held in the Edison auditorium. One 
meeting will be held for each of these 
groups. 
v 


Jigsawing to Sales —A big picture, 
cut into nifty patterns and queer 
pieces, is no novelty, raised from the 
kindergarten to adult solitaire pastime, 
when each piece represents the sale of 
a major kitchen appliance such as an 
electric range, refrigerator, dishwasher, 
water heater. That is just what the 
Women’s Committee of the Public Ser- 
vice Co. of Colorado started when it 
took the sales budget assigned it, split 
itself into four teams, and used the 
jigsaw puzzle as the sales contest stim- 
ulator for its activity. When the 
Hoover resale department saw it, it 
too went jigsaw, with the additional 
twist that its salesmen do not know 
what the picture is, and the assembling 
of it, one sale at a time, is working up 
to fever pitch. Then the Thor washer 
department caught the infection, and is 
just as busy trying to get its own 
puzzle put together with each piece, 
representing not a pearl, as in the 
Rosary, but a washer, pearl of house- 
hold labor lifters. Charles Russell, 
company artist, is the only one who 
knew the combination, and then he 
lost it. 


ae ae 


“The retailers who ‘share in 
the New Deal’ will be those 
who anticipate their custom- 
ers’ hoarded needs by quick- 
ly replenishing their stocks 
with new merchandise. This 
is both a prediction and a 
warning.” 

—from the program of the West- 

ern Furniture Market. 
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@. Bigger space for appliances, cook- 
ing schools, demonstrations—that is 
why Julian Carash, manager of the 
appliance department of J. F. Hink 
& Son, large Berkeley, Calif., De- 
partment store, moved to the base- 
ment from the mezzanine. This 
doesn't affect the company’s special 
appliance store across the street, 
which enables it to take care of 
after-hours opening, and gives it an- 
other crack at the passing trade. 
The new basement household de- 
partment is always active with dem- 
onstrations of ironers and washers, 
and holds cooking schools in an 
auditorium at the rear 


Makes Quota For 
Seventh Year 


For the seventh consecutive year Pa- 
cific Gas and Electric Co. has achieved 
the remarkable record of 100 per cent 
or better of quota in its annual spring 
range campaign. For the 90-day cam- 
paign a quota of 1,400 ranges and 600 
water heaters was set by H. N. Carroll, 
manager of electric sales. At its con- 
clusion 1,532 ranges, or 109.4 per cent 
of quota, and 841 water heaters, or 
140.1 per cent, had been sold, an over- 
all accomplishment of 118.6 per cent. 

Out of 40 salesmen engaged in the 
campaign, 29 became members of the 
100 Per Cent Club. Approximately half 
of the ranges were sold by dealers. 

For the last six months of the year 
an “Endurance Contest” has been set 
up for the appliance sales force by 
E. F. Perkins, appliance sales manager. 
The period between July 3 and Dec. 16 
has been divided into six periods of 
four weeks each. A quota of new an- 
nual domestic revenue has been as- 
signed to each period for each salesman 
based upon a total of $6,000 of new 
annual revenue per salesman for the 
six months. 

Bonuses will be paid for quota ac- 
complishment for each four-week term. 
These bonuses, starting at $10 for the 
first four weeks, increase by $5 steps 
for each period, providing quota is 
reached in the preceding one. Thus if 
a salesman makes his quota for each 
of the successive four weeks his bonus 
for the last four weeks would be $40. 
In addition, capital prizes have been 
set up for the salesman who makes the 
best showing. 

The annual revenue quotas are based 
upon average values for the Pacific Gas 
and Electric Co. system for each appli- 
ance as follows: Range, $50 per year; 
water heater, $50, and heavy-duty air 
heating, $9 per kilawatt. 

“The contest is based upon a definite 
reward for the man who starts fast 
and sticks to his selling throughout the 
six months,” said sales manager Carroll. 


Fall Lighting Campaigns 

For P. G. and E. 

Three intensive lighting campaigns 
will be staged this fall by the sales 





department of the Pacific Gas and Elec- 
tric Co. as the result of successful cam- 
paigns during the first half of 1933. 
Campaigns will be held on domestic 
lighting and industrial lighting, to- 
gether with an employee cooperative 
campaign to fill empty sockets, under 
the direction of O. R. Doerr. In addi- 
tion, Pacific Gas and Electric Co. will 
tie in with the national lighting cam- 
paign being sponsored by the sales 
committee of the Edison Electric In- 
stitute during October and November. 


P. G. and E. Pioneers 
Air Conditioning 

Pioneering in the development of air- 
conditioning load, Pacific Gas and Elec- 
tric Co. has a staff of five specially 
trained salesmen working on a coopera- 
tive sales campaign with Frigidaire 
Corp. and other manufacturers. 

As a result of direct-mail sales pro- 
motion and calls by salesmen, a pros- 
pect list of approximately 1,800 con- 
sumers has been built up. A traveling 
air-conditioning exhibit has been assem- 
bled which is being displayed periodi- 
cally at various division and district 
offices of the company. During the 
week which the exhibit is on display 
there are talks before lunch clubs on 
air conditioning as well as local adver- 
tising. In addition, each prospect re- 
siding in that vicinity is personally 
called on the telephone and issued an 
invitation to visit the display as a guest 
of the division manager. 

Company sales officials feel that pio- 
neering work of this character is essen- 
tial in developing load with as many 
new features as air conditioning. 

v 


Substantial Increases in every line 
of its manufacturing activity are re- 
ported by the Apex Rotarex Manufac- 
turing Company of Oakland, a subsid- 
iary of the Apex Electrical Manufac- 
turing Company of Cleveland, for the 
first five months of 1933 as compared 
with a similar period in 1932. Accord- 
ing to a report issued by C. S. Schuyler, 
vice-president and general manager, 
sales of washing machines in this pe- 
riod increased 151 per cent, ironer sales 
were up 97 per cent, vacuum cleaner 
sales showed an amazing increase of 
480 per cent, and electrical refrigera- 
tors gained 30 per cent in volume. 


To Form Retail 
Appliance Society 


Action looking toward the formation 
of a Northern California Retail Elec- 
trical Appliance Society was taken by 
the northern California regional execu- 
tive committee of the Pacific Coast 
Electrical Bureau meeting in San Fran- 
cisco last month. Purpose of the or- 
ganization would be the stimulation of 
consumer interest and sales in the $11,- 
400,000 appliance market in that area. 
Patterned after the Gas Appliance So- 
ciety, the organization would be open 
to all classes of dealers retailing elec- 
trical appliances. Branches would be 
formed in all of the principle cities, in- 
cluding San Francisco, Oakland, Sac- 
ramento, San Jose and Stockton. Sug- 
gestion for the formation of the society 
was made by Hugh Crawford, general 
sales manager, Pacific Gas and Electric 
Co., and Bert Reynolds of that company 
was appointed chairman of the organi- 
zation committee. 


7 
Industry to Sell 
Better Lighting 


All branches of the electrical industry 
have been invited to participate and as- 
sist locally in a national campaign this 
fall to develop lighting. The campaign, 
sponsored by the sales committee of the 
Edison Electric Institute, is aimed at 
recovering lost revenue and overcom- 
ing the light saving complex. 

Although the activity is planned on 
a national basis, it is intended for local 
development and execution. Lamp and 
fixture manufacturers who advertise 
nationally will tie-in their advertising 
with the activity during October and 
November. However, the major adver- 
tising and sales promotion will come 
from local groups, in which the utility, 
manufacturer, jobber, retailer, electric 
leagues and others will plan campaigns 
to fit local conditions. The advertising 
theme will be built around the slogan, 
“More Light— Better Sight.” R. E. 
Fisher, vice-president in charge of pub- 
lic relations and sales, Pacific Gas and 
Electric Co., and W. L. Frost, vice- 
president in charge of sales, Southern 
California Edison Co., are the two 
members of the sales committee on the 
Pacific Coast who will head it up. 
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with 3 major advancements 





Towep to give added acceleration to electric 
range sales which have been gathering speed for 
the last four months, Hotpoint announces a 
new Improved Calrod Hi-Speed Heating Unit. 


Home Tested © 


For ten months this new Calrod Coil was 
tested in actual homes. Successful reports on 
the 4,227 complete units and 20,215 indi- 
vidual coils give adequate proof of the great 
forward strides which this new heating unit 
has made in electric ranges. Even the most 
hectic ‘‘accelerated life’’ tests in the labora- 
tory could not break this new unit in less 
than five months (equivalent to 12 years of 
normal use.) No other heating unit has even 
approached such a record. 


This new Improved Hi-Speed Calrod sets a 
new standard of performance. It comes at the 
right time to stimulate increasing sales. Again 
Hotpoint gives you the right product at the 
right time to make electric range selling most 


successful. The new Calrod is completely 
interchangeable with the old. 

Let this new Calrod give your range sales 
an added impetus. Feature the new Improved 
Hotpoint Calrod. 


Three Advancements 


Three major advancements produced this new Improved Calrod: 


he New Inconel Tubing 


Inconel (nickel-chromium alloy) essentially 
the same material that is used for heating 
element resistance wire and thermocouple 
tubes in high temperature furnaces, now forms 
the outer sheath of Calrod. It cannot scale, 
dust, split, blister or swell. (See Cut Below) 
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Glass Sealed Terminals (rien) 
The new Calrod coils are as completely sealed as the 
modern Mazda lamp. High temperature glass, cost- 

Vy ing 200 times as much as ordinary glass, fused into 
the ends of Calrod terminals and capped with a lava 

S bushing now replace mica washers. Nothing can 

q get inside this new Calrod coil. These new glass 
sealed terminals in the new Calrod coils are imper- 
vious to air, water, grease or materials which may 


spill or boil over in cooking. 





Re 
3. “Flash-Proof” 
V 6 as = Yoo 
. Terminal Connections 
‘ In the new Calrod coil, the two outer 
terminals which are most exposed to 
S the effects of spillage are grounded. 
These terminals are not electrically 
: alive. Even excessive spillage can- 
) not cause a ‘“‘flash-over’’ between 





the sheath and the terminal. 


ELECTRIC UN RANGES 





| EDISON GENERAL ELECTRIC APPLIANCE CO., 5612 W. Taylor Street, Chicago 
| HOTPOINT DISTRICT OFFICES 


38 Chauncy St., Boston, Mass. 416 W. 13th St., New York City 203 Red Rock Bidg., Atlanta, Ga. 1801 N. Lamar St., Dallas, Texas 
1411 Walnut St., Kansas City, Mo. 1015 Continental Bank Bldg,, Salt Lake City, Utah 720 Union League Bldg., Los Angeles, ¢ alif. 
846 Russ Bldg., San Francisco, Calif. 2032 Second Ave., Seattle, Wasb. 
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DEALER LETTER No. 1 


¢{ PACIFIC GAS AND ELECTRIC COMPANY |32 








245 MARKET STREET 


SAN FRANCISCO. CALIFORNIA | 
Gentlemen: | 
| 


Re: COPY APPEALS used in P. G. and E. 
promotional advertisements. 


The P.G. and E. advertising in your com- 
munity is constantly creating prospective 
buyers of ELECTRIC appliances. 





They should be your prospects - even- 
tually YOUR CUSTOMERS, if you cooperate 
with TIE-IN ADVERTISING of your own. 


Our copy is strictly promotional. Var- 
ious TYPES of electric appliances are 
featured, specific MAKE and PRICE are 
seldom referred to. 


Direct sales appeals are left to you. 
The invitation to "See Your Local Dealer" 
is prominently displayed. 


When general mention is made of special 
features or new improvements, QUALITY is 
implied. 


No concessions to "cheap" or sub-stan- 
dard merchandise ever appear in either 
copy or illustration. 





Dealer TIE-INS, offering a high grade 
make at a fair price, will be strengthened 
and supported by the P.G. and 
E. promotional appeals ap- 
pearing along side. 


ee so 


“WHAT'S WRONG WITH THE 


LIGHT 


IN THIS HOUSE? 


We strongly recommend that 
you TIE IN this month, and 
every month, for a more 
-profitable ELECTRIC appli- 
ance business. 





| 
i 
Sincerely, | 


Ai 


Gen. Sales Manager 
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fl PACKAGE OF CIGARETTES A Dar BRINGS 
GOOD LIGHTING TO AVERAGE HOMES 
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read duced Mow many other dashy meccesaries 
Empey sockers, burned-out lamps. cry cost you less than before the war! The 
#0 make 2 cwenty-tive wes lamp act proper usr of light is so inexpensive co 
ov oF ames dey chat every home 
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TELLS PROSPECTS THAT 
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SEE YOUR DEALER OF THE 










pads naka YOU SELL { 
PACIFIC GAS AND ELECTRIC COMPANY THE APPLIANCES ADVERTISED BY 
P-G-wvE:- : 
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Plot Your 
Sales 


Charts Show When to Plan Sales 
Effort to Match Seasonal 
Buying Demands 


HAT’S the best month for washers? When should 

sales drive be put behind heating appliances? When 
is a good time for a special campaign on irons? What 
two appliances make good May specials? These and other 
equally perplexing questions are asked frequently by 
dealers and utility commercial men. Some can be answered 
from records of the operation of store or commercial depart- 
ment. Others often are answered “by guess and by gosh,” 


with the result that a sales campaign falls below expec- 
tations. 


In an endeavor to provide accurate data on the monthly 
percentage of appliance sales, Electrical West has assembled 
data on volume by months for different types of appliances 
from manufacturers, distributors, utilities, associations and 
other sources, and has correlated these data into the accom- 
panying series of charts. The figures in most instances cover 
national sales total, and so, may vary slightly from sales 
trends which might be affected by local conditions. In the 
preparation of the charts the year’s sales are given a weight 
of 100, and any given month’s volume is expressed as a 
percentage for that month. 


The charts show the distinct seasonal nature of certain 
appliances such as fans, refrigeration and radio. In other 
cases they reflect an apparent seasonal nature which is due 
to the sales activity of the industry itself, as in the case of 


ranges. Each appliance will be dealt with separately in 
discussing its curve. 


Refrigerators.—Data compiled from three years’ figures 
of the National Electric Refrigeration Bureau. Seventy-five 
per cent of the total annual business is done between March 
and August. Peak month is May, with 17.4 per cent of the 
year’s volume. Poorest month is January, with 2.8 per cent. 
Chart raises this question: Why not a concerted drive for 
business in the fall or at Christmas? 


Radio.—Figures collected by “Radio Retailing’ over a 
seven-year period. Radio sales in the past have been dis- 
tinctly seasonal, with October and November the peak 
months with 13.8 and 13.6 per cent of annual volume. 
Recent popularity of auto radios will shift some fall volume 
to spring and summer. Comparison of radio and refriger- 
ator charts demonstrates why these two appliances have 
been considered complimentary. 


Ironers.—Figures secured from large national distributor 
covering four years. Still a specialty, ironer sales follow 
no real seasonal trend but show peaks which are due to 
special sales drives as, for instance, December with 15.5 
per cent of the annual volume when the appliance is fea- 
tured as a Christmas gift. As ironer sales become stabilized 
they may be expected to follow the sales trend of washers. 


Fans.—Data compiled by large national distributor for 
four years. As might be expected, the electric fan is the 
most seasonal of all appliances. Forty per cent of the year’s 
sales occur in May and June, with almost 25 per cent in 
the latter month. By selling adequate ventilation or attic 
ventilation as a step toward air conditioning, fan sales 
might more closely approach the residential building curve. 


Irons.—Data from manufacturers, distributors and re- 
tailers. First electric appliance, most widely accepted and 
most widely used, the electric iron is the real staple of tne 
appliance family. The chart forcefully demonstrates this 
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fact, with monthly demand relatively 
constant. If any two months class as 
peaks, they are May and December. 


Heating Appliances.—Data compiled 
from records of manufacturers, dis- 
tributors and retailers. Study of the 
chart tells the story: “Gifts.” Most 
of the sales occur in the last three 
months of the year, with December ac- 
counting for 24.2 per cent. Low 
month is July. This sadly neglected 
group of the appliance family is in 
need of decided stimulus, missing since 
utility companies ceased sales promo- 
tional efforts on them. One Western 
appliance manager recently put the 
problem in these words: “Heating ap- 
pliances need a sponsor. Demand can 
only be created by advertising and sales 
promotion. The large outlets today— 
department stores and others—are only 
interested in price and volume. If they 
can sell more pins than appliances, they 
sell pins. Utilities are missing a lot 
of load, and dealers are losing volume, 
because heating appliances are per- 
mitted to languish.” 


Ranges.— Data collected from two 
large utility systems and one manufac- 
turer. Tendency for Spring and Fall 
campaigns influences the monthly chart 
of range sales. However, the potency 
of the argument, “Keep the kitchen cool 
with an electric range,” is shown by 
the April-July peak. December shows 
that the range may be sold as a Christ- 
mas gift. Steady demand may be ex- 
pected in the future, since most utili- 
ties now advertise the advantages of 
electric cookery continuously instead of 
spasmodically during campaigns. 


Vacuum Cleaners.— Data assembled 
from records of several manufacturers 
for a_ three-year period. “Spring 
cleaning” sales drives are probably re- 
sponsible for the March-May peak 
shown by vacuum cleaners. Fall cam- 
paigns account for the secondary Sep- 
tember-October peak. Next to irons 
and possibly washers, however, the 
cleaner shows less seasonal tenden- 
cies than other members of the appli- 
ance family. March is high month, 
with 11.5 per cent; July low, with 5.4 
per cent. 


Washers.—Data from National As- 
sociation of Washing Machine Manufac- 
turers. Washers show the same sea- 
sonal tendencies as vacuum cleaners, 
with Spring and Fall peaks. Best 
washer month according to the curve 
is March. with 11.8 per cent, followed 
by September, with 10.8 per cent. De- 
cember, the low month, appears to offer 
merchandising possibilities of a holiday 
nature. 

By referring to the curves it is pos- 
sible to set up a program of monthly 
appliance sales which will take advan- 
tage of the seasonal nature of certain 
of the appliances. For instance, April 
would feature refrigerators, ranges, 
vacuum cleaners and washers, with 
other months devoted to the appliance 
showing the greatest volume during 
that period. Study of the chart will 
reveal other ways in which the data 
may be used. 
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GET READY for 
Refrigeration Week 


Electric Refrigeration Week— is Sept. 
30 to Oct. 7. 


National headquarters, 420 Lexing- 
ton Ave., New York City, will supply 
full particulars of suggested campaigns, 
contests, advertising, show details,—ask 
George N. Brown, manager. 


Prizes will be awarded throughout 
the nation for the best local show. The 
smallest town has an equal chance with 
the big city. Prizes range from $500 
down to $25. Awards will be made on 
results of sales made and prospects 
obtained in proportion to population 
and domestic meters. 








“To all local Bureaus, Elec- 
trical Leagues and other co- 
operative bodies interested in the 
sale of electric refrigerators my 
earnest advice is that you start 
now to make your plans for par- 
ticipation in this national activ- 
ity. You will find that it is none 
too early to get your show pro- 
gram under way if, in fact, you 
have not already started. There 
is a lot of preliminary work en- 
tailed if your show is going to 
be a success and a real credit to 
your community. 

—James E. Davidson, execu- 
tive Chairman, National 


Electric Refrigeration Bu- 
reau. 








How Fresno 


Did It 


A quick idea of how Fresno’s dealers 
organized and planned their successful 
three day electric refrigeration and air 
air conditioning show may _ give 
pointers to others contemplating one 
in their city, at least during Refriger- 
ation Week. 

Sales had been slow in April and 
May, generally banner months, so deal- 
ers felt the need of cooperative effort 
to extend the season. An exposition, 





One of the 1,500 people throngs at 
the time the drawing for the daily 
refrigerator prize was made at the 
Fresno electric refrigeration and air 
conditioning show. Looks warm— 
must have given the air conditioners 
something on which to cut their 
baby teeth 


to focus the spotlight of public atten- 
tion on electric refrigeration and stim- 
ulate a lagging market, was decided. 
Preparations were made by a commit- 
tee composed of Al Kramer, T. J. Bu- 
ford, and H. H. Courtright. A paid 
manager, Dick Brown, was put in 
charge. A vacant former furniture 
store was selected on Fulton Street, a 
main street of Fresno. Three days were 
selected for the show, June 14-16. 
Twelve dealers displayed, representing 
Gibson, Grunow, Frigidaire, Kelvina- 
tor, Leonard, Westinghouse, Norge, 
Majestic, Electrolux, and General Elec- 
tric. Air conditioning was represented 
by Westinghouse, York, Carrier, Ilg, 
and Frigidaire. 

Booths were selected by lot, and 
dealers agreed to a set of rules. Dec- 
orations were simple but attractive. 
Costs were held low, biggest propor- 
tion going to publicity and three re- 
frigerators as daily prizes, totalling 
$718.25. Building rental, and cost of 
installing air conditioning equipment 
was assumed by the San Joaquin Light 
& Power Corp., whose air conditioning 
engineer, George E. Zelhart, assisted. 

Advertising consisted of double page 
spreads on June 13, 14 and 15; street 
banners, signs, ballyhoo wagon, and 
twice daily radio broadcasts plus eleven 
100 word announcements. Prizes were 
an electric refrigerator each day, any 
one of the $99.50 models selected by 
the winner. The dealer for it was paid 
$75 by the show committee. Attend- 
ance for the three days totaled 8,200, 
averaged about 2,500. 

Sales were made from the floor, and 
prospects obtained. The effect of the 
show on sales was felt for a month 
afterward in better public acceptance 
and buying. The air conditioning dis- 
play was well soaked in, sowing seed 
for future sales. Best of all was the 
friendliness and comradeship developed 
between dealers working together on 
a team job. 
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ed ooperative electric refrigeration shows will bring profit 
£, 
° 5 ea% 
‘a to sales outlets in more than five hundred ctties 
c- 
e. Electric Refrigeration Week (September 30 to October turn as will your fair share of time and money 
r- is harvest time for electric refrigerator sales. It is invested in the Cooperative Electric Refrigeration 
e- expected that more than five hundred communities will Show. 
= stage a Cooperative Electric Refrigeration Show during It should be of leading interest now to every electric 
a. that week. refrigerator sales outlet as a means of October sales—it 
nt There is no time to lose if preparations for a cooperative should be of interest to every central station as a means 
ig show are not already under way in your city. of building domestic load and revenue. 
- Three years of experience point to the Cooperative Elec- The Electric Refrigeration Bureau offers $1200 in prizes 
at tric Refrigeration Show as a most consistently successful to local Bureaus or Electrical groups which put on the 
id means of developing electric refrigerator sales. In many most effective cooperative shows during Electric Re- 
n cases enough refrigerators have been sold on the exhibit frigeration Week. The contest is so arranged that small 
re floor to pay all costs of the endeavor: Always a great and large communities have equal chances of winning. 
: number of excellent new prospects are uncovered, Complete information about the Electric Refrigera- 
‘d many of whom are sold in the ensuing thirty days. tion Week Contest, about the procedure in past 
i. No individual investment you can make in successful cooperative shows, and about avail- 
D, sales effort, sales promotion or advertising able promotional aids will be quickly sup- 
is likely to bring you such profitable re- plied on request. 
; ELECTRIC 
h \\ REFRIGERATOR 
e .. vw 


4 ELECTRIC REFRIGERATION BUREAU 


420 Lexington Avenue, New York City 
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GOOD NEWS! 


Sales of 
Major Electrical Appliances 
Have Bounded Up In 
Last Few Months 


Amazing and encouraging news comes to us from every quarter of the 


electrical industry. Returning confidence has loosed a buying power that 


has been dammed up for the last four years. 


During the last four years hundreds of 
thousands of people unwillingly have 
delayed the purchase of modern elec- 
trical appliances. Through this entire 
period, week after week, the Edison 
Company carried on a consistent ad- 
vertising program presenting the ad- 


vantages of electricity . . . keeping 


this desire alive. 


Now, with people going back to work 
and wages increased, the entire in- 
dustry is going to reap the benefits of 
this advertising effort. 


The business always has been there but 
now they are ready to buy. 


Southern California Edison Company Ltd. 
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About Folks 
in the 


Selling 
Game 


Westinghouse 
Coordinates 


Coordination of all merchandising 
activities under the Supply Division 
has just been completed by the West- 
inghouse Electric & Manufacturing 
Co. and the Westinghouse Supply Corp. 
on the Pacific Coast. Announcement 
of the new organization set-up was 
made by R. J. Holterman, manager, 
Pacific Coast Division, Westinghouse 
Supply, following a visit to the entire 
area by H. M. Gansman, general sales 
manager of the corporation, New York 
City. 

C. A. Meier, formerly heading up 
merchandise sales under the manufac- 
turing eompany, effective Aug. 1 be- 
comes Pacific Coast district merchan- 
dising manager in the Supply Corpo- 
ration with headquarters in San Fran- 
cisco for the Pacific Coast. 

John Clark, who was sales promo- 
tion manager for the merchandising 
division on the Pacific Coast under the 
manufacturing company, has_ been 
given a work he likes better, that of 
heading up sales for the refrigeration 
department for northern California and 
Nevada. 

Harry L. Garbutt is manager of the 
merchandising department and M. S. 
Henoch, merchandising salesman for- 
merly in the manufacturing division, 
also is in the Supply Corporation 
under the new set-up. 

In southern California a_ similar 
set-up has been in effect for some time 
with J. H. Jamison as manager of 
merchandising sales and John Duncan 
of supplies under Dave Pence, general 
sales manager of the corporation. 


v 


@R. J. Holterman, Pacific Coast divi- 
sion manager of the Westinghouse Sup- 
ply Corp., has announced the acquisi- 
tion of the Intermountain Electric Co., 
wholesaling firm of long establishment 
in Salt Lake City. The Intermountain 
company has handled Westinghouse 
materials and appliances for many 
years, and the new move brings it 
directly under the supply division of 
the Westinghouse company. D. M. 
Salsbury, formerly of San Francisco, 
has been made manager of the Salt 
Lake house. C. E. “Curt” Hawley, 
manager of the Intermountain com- 
pany, will become special representa- 
tive of the Pacific Coast district man- 
ager, Mr. Holterman. As in the other 
Pacific Coast areas, merchandising ac- 
tivities of the company will be co- 
ordinated under this wholesaling divi- 
sion, 
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@ Underwriters’ Laboratories, Inc., in 
San Francisco will establish branch 
testing laboratory for the testing of 
radio sets on the Pacific Coast, accord- 
ing to Ray J. Larrabee, assistant elec- 
trical engineer. This follows as a re- 
sult of negotiations with radio manu- 
facturers in the West and is thought 
necessary because of the widespread 
passage of merchandise control ordi- 
nances in the Western cities. 
v 

Buell Throop, was first; Ralph Wind- 
sor, second; and Dana Brown third, in 
the Pacific Power & Light Co. sales con- 
test on Hotpoint ranges, which closed 
with 215 per cent of system quota ac- 
complished, according to Guy E. Davis, 
merchandise manager. 

v 

@ Valley Electric Co., specializing in 
appliance service and maintenance, has 
moved to a new store at 5 No. 4th St., 
Alhambra, Calif., from Valley Blvd. 


v r 
Now King 


he 


ELECTRIC 





Monarch of all he surveys is L. F. 
King, since he has taken over the 
entire responsibility for the King 
Electric Co., 101 East San Fernando 
St., San Jose, formerly the King- 
Russell Co. Mr. Russell has ‘gone 
into straight contracting in a shop of 
his own, Mr. King retaining the at- 
tractive merchandising store from 
which both appliances and fixtures 
are sold, and the contracting business 
operated too 


v 


@ Harry Auger, partner of Henry Lap- 
kin, Coast Radio Supply Co., San 
Francisco, is making a tour of Canada 
en route to the Chicago exposition, 
after which he will conduct business 
at the Atwater Kent factory in Phila- 
delphia before returning. The Coast 
Radio Supply Co. is distributor for that 
radio in northern California. 


v 


@Ralph Wiley, chief of the department 
of electricity, San Francisco, told the 
Marvelous Marin Electrical Develop- 
ment League, at its last meeting, of the 
benefits obtainable in safety and quality 
by the operation of a retail sales con- 
trol ordinance. Frank Kiefer, northern 
region manager, P.C.E.B., was made an 
honorary member of the league for his 
promotional efforts in the field. 


@Chains, if good for the goose, should 
be for the gander. Thus think 23 inde- 
pendent retail hardware and house- 
wares merchants in San Diego county, 
according to “Hardware World,” for 
they have formed a buying organiza- 
tion and operate as a chain of stores, 
although individually owned. Named 
the Price and Service Hardware Assn., 
the group cover 7 city stores, 16 county 
stores, in a 50 mile radius in San Diego 
county. The local jobber was brought 
in and participates in the arrangement. 
Activities include joint advertising, 
sales features, special weeks, uniform 
price specials, special window displays 
and the like. C. H. Byers, of Escon- 
dido, is president, Hayden Robertson, 
San Diego, vice-president, and Claude 
Bullen, National City, secretary. 


v 


J. C. English, pioneer fixture manu- 
facturer in Portland, who a year or 
more ago joined his J. C. English Co. 
with that of F. C. Baker, to form the 
English-Baker Co., recently retired 
from the business to accept the man- 
agement of a Portland building and 
loan company. Mr. Baker is continu- 
ing the company under the joint name. 
One of its most recent jobs was the 
complete equipping of the new Meyer 
& Frank department store with Du- 
plexalites. 

v 


@ Montgomery Brothers, 61 Fremont 
St., San Francisco, has taken on 
the distribution for all states west of 
the Rocky Mountains of the Roberts 
& Mander “Quality” electric ranges, 
Chromalox equipped. 


v 


@Clyde Grubb, of the Omaha branch 
of the Graybar Electric Co., Inc., has 
been assigned to the Denver territory 
to succeed Paul Black, who has been 
transferred to the Kansas City branch. 


v 


@R. S. Barbachano, vice-president of 
of the Border Electric & Telephone Co., 
Tiajuana, Mexico, told the San Diego 
Electric Club exactly how electrical 
business is conducted south of the line 
at a recent meeting. 


v 


Happy Birthday was extended the 
Electrical League of Colorado, on 
July 1, when it passed its twelfth year 
mark of active promotion of all things 
electrical in Denver. Many more of 
them! 

v 


Appliance Campaign of the El Paso 
Electric Co. is nearing its close, with 
the entire personnel of the company 
mobilized to make it successful. The 
drive features Kelvinators, electric 
ranges, water heaters. 


v 


aB. C. Electric Railway won second 
place in all America for its advertis- 
ing in a contest conducted by the Public 
Utilities Advertising Assn. Last year 
it won second place in the transporta- 
tion division awards; this year in the 
general utility advertising. 
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@ Secret Rebates Outlawed—A portion 
of almost all codes of fair practice is 
a clause condemning the allowing of 
secret rebates. Now California law 
gives police power to such condemna- 
tion. Assembly bill 769, passed and 
signed by the governor on May 8, 1933, 
makes the payment of secret rebates, 
refunds, commissions, or unearned dis- 
counts or secretly extending to certain 
purchasers special privileges or services 
not extended to all purchasers a mis- 
demeanor and punishable by fine of 
$500 or imprisonment or both. 


v 


@Washers Sold Out—Coast Counties 
Gas & Electric Co. conducted a coop- 
erative washing machine campaign with 
dealers in Santa Cruz, Watsonville, Gil- 
roy and other towns in its territory 
recently. Although the campaign defi- 
nitely closed after a 30-day period, de- 
liveries are still being made owing to 
the fact that the manufacturer was un- 
able to supply sufficient stock to take 
care of all orders received. 

Vv 
@Changes Name —Grinnell Washing 
Machine Corp., of Grinnell, Iowa, has 
announced the change of its name to 
the Grinnell Electrical Mfg. Co. as more 
in keeping of the new policy of the 
company in extending its operations to 
include other electrical appliances than 
washers. At the present time the 
company is making an electric refrig- 
erator, an automatic oil burner and an 
electric beer bottle cooler, in addition 
to washers. 

v 
@ California Ranks High — California 
will rank fifth among all states of the 
union in the purchase of electric 
washers during 1933, according to a 
survey just made by the American 
Washing Machine Manufacturers’ 
Assn. Estimated sales for that state 
for the year are 56,040. States which 
wil] exceed California in the order of 
their rank are Pennsylvania, New York, 
Illinois and Missouri. The survey es- 
timates that 12 per cent of the national 
washing machine output will be sold 
in the Pacific and Mountain states. 

v 
@ Leonard Refrigerator Co. announces 
a price advance on its entire line begin- 
ning Sept. 1, caused by increases in 
costs of raw materials. The $99.50 
model will be advanced to $112, in- 
stalled, plus freight; other models in 
proportion. 

v 
q@.Eureka Vaccum Cleaner Co. has an- 
nounced increases in its sales organi- 
zation in order to return to a specialty 
selling plan, temporarily abandoned as 
an economy measure. 

v 
@ CORRECTION .—Attention has been 
called that the small electric range 
shown in the Red Seal playhouse, p. 
133, April, 1933, EWEST, had been mis- 
named in the story. The range is a 
Lionel range and is the only one of its 
kind made in this size. The range, J. 
Sweyd points out, is also used in small 
apartments and hotels and is a thor- 
oughly-practical range. 
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New 
Lines 


Hospitality Tray 


Waters-Genter Co., Minneapolis, Minn., 
is introducing an innovation in enter- 
tainment equipment, a Toastmaster 
“Hospitality Tray.” The set consists of 
a chromium finished tray, bread board 
and knife and _ six crystal conserve 
dishes. Equipped with a two-slice 
Toastmaster, the tray retails for $19.75; 
with a one-slice Toastmaster $15.25 and 
$750 if purchased alone. [f purchased 
with a Wafflemaster its tray is $3.75 
additional. — Electrical West, August, 


1933. 





v 


Feature Cleaner 


Merchandise department of General Elec- 
tric Co., Bridgeport, Conn., announces a 
new vacuum cleaner, features of which 
include an aero-dynamic design, a suc- 
tion with tapping and sweeping action, 
a conveniently located control for quick 
nozzle adjustment, two speeds for slow 
and fast cleaning, a newly designed fan 
chamber and a motor mounted in rubber 
to minimize vibration and noise. A new 
style “Textolite’ handle has been incor- 
porated in which the handle fork is elim- 
inated and lead-in wires are concealed. 
The two-speed switch is located on the 
handle Electrical West, August, 1933. 


v 





Cord Sets 


Belden Mfg. Co., Chicago, Ill., has placed 
on the market two new heater cord sets 
in new “full view” display cartons. Both 
sets are equipped with Underwriters’ 
approved 3,000-cycle cord, Belden P-300 
heater plug with patented clips and the 
Belden unbreakable soft rubber plug. 
They are approved for all heating apnli- 
ances, including 1,000-watt irons. No. 
1716 is equipped with heavy cotton twine 
braid cord and No. 1717 with rubber- 
covered cord.—Electrical West, August, 


1933. 





You Can Sell 





Buffet Range 


Westinghouse Electric & Mfg. Co. an- 
nounces a new “Dual-automatic” elec- 
tric range which will be listed as Mode! 
GB-64. The new model is of the buffet- 
top type, with four surface units and a 
16-in. oven located in the center_instead 
of at the side of the range The top 
surface units are divided, two being at 
each end, with a working surface top 
in the center of the platform. The 
range will list for $149.50 — Electrica 
West, August, 1933. 


Vv 
Fused Plug 


Lee Skipwith & Co., Inc., New York, is 
marketing a fused plug which is said to 
prevent circuit fuses from blowing b) 
localizing the trouble. If a short circuit 
occurs in an appliance, fuses in the 
plug blow and are replaced.—Electrica! 
West, August, 1933. 


v 


Sun Lamp 


Allied Corp., Baltimore, Md., offers a 
carbon-are sun lamp which operates fron 
electric outlet. Small (10 in. high), com- 
pact and portable, the Silver Are concen- 
trates rays on any desired area. Patented 
chromium steel planes aid refraction. 
Retail price, $5, goggles included; extra 
goggles or carbons, 25 c. per pair.—Elec- 
trical West, August, 1933. 


v 


Three lroners 


Apex Rotorex Mfg. Co., Oakland, Calif., 
has placed on the market three new elec- 
tric ironers. Model LC-3 is a console 
type with cabinet which swings to the 
rear exposing the ironer for operation. 
Features include a wide, flat receiving 
tray, plated clothes rack, full open ends, 
emergency shoe release, duo knee and 
hand control and pressing lever. It re- 
tails for $89.50. Model LL-3 table-type 
ironer incorporates many of the features 
of the previous model and retails for 
$74.50. Model LF-3 is a folding ironer 
which retails for $84.50—Electrical West, 
August, 1933. 
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This rugged TREE WIRE achieves true economy 
by its ability to withstand punishment... . Not 


only is it abrasion resistant and impervious 

to moisture, but it has the famous Romoxide 

finish for prevention of deterioration from the 
ultra violet light in the atmosphere. 


Specifications on Request 


BARE AND INSULATED CONDUCTORS 
FOR TRANSMISSION AND DISTRIBUTION 


Paper e Varnished Cambric e Rubber 


ALL SIZES AND TYPES SN UP TO 220,000 voiTs 


Pe 18708 
OF QUALITY 
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GENERAL CABLE 
CORPORATION 
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FICE IN PRINCIPAL CITIES 
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Engineering and Construction 


A Floating Power House 


Scherbius Control 
Provides Extreme 
Flexibility at 
Low Cost 


OTABLE in both the marine and 

electrical engineering fields is the 
suction dredge, Marshall C. Harris, 
recently placed in service on San Fran- 
cisco Bay by the American Dredging 
Co. With a maximum cutting depth 
of 60 ft. and a discharge capacity of 
1,500 cu. yd. per hr., this dredge is 
one of the largest and most powerful 
of its type, and is the first to utilize 
Scherbius speed-regulating equipment 
for operating and controlling its main 
pump motor. 

Contrasted to the type of dredge 
which generates its own power, the 
Marshall C. Harris is known as a 
“shore power” dredge, and receives its 
energy from the shore at 11 kv. through 
a three-conductor armored cable. On 
the after deck a bank of three 1,400-kva. 
transformers reduce the incoming volt- 
age to 2,200 volts, which is the operat- 
ing voltage for a majority of the dredge 
equipment. Aside from the size of the 
main auxiliary motors and their con- 
trol, the installation is of interest pri- 
marily because of the new application 
involved in operation of the main 
pump. 

Driving the main pump is a 20-pole, 
2,800 / 2,500 / 1,950-hp., 400 / 360 / 280- 
r.p.m., 2, 30-volt, three-phase, 60-cycle 
wound-rotor induction motor with a 
contsant-torque, double-range modified 
Scherbius speed-regulating equipment 
which permits operation at above as 
well as below synchronous speed of 360 
r.p.m. 

On dredges of this type, wound-rotor 
induction motors are generally used for 
the main pump drive because of their 
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By ROBERT O. BROSEMER 
General Electric Company, 
San Francisco, Calif. 


high efficiency, simplicity, ability to de- 
velop a high maximum torque and low 
cost per horsepower both in first cost 
and maintenance cost. In addition to 
being very reliable, these motors permit 
speed variation which is essential for 
high over-all efficiency of the dredge. 
As the dredge progresses and the length 
of the discharge pipe line is varied, the 
head against which the main pump op- 
erates is changed and the speed of the 
pump must be adjusted in order to 
maintain a substantially constant flow 
in the discharge line. With any given 
pump runner, length of discharge pipe 
and type of mud, there is a fairly def- 
inite rate of flow, and hence, pump 
speed at which the maximum amount of 
mud with the minimum amount of 
water can be handled. 

Disadvantages of the conventional 
method of varying the speed by adjust- 
ing the amount of resistance in the 
secondary of the main motor are the 
losses which are proportional to the 
motor slip and the low power factor 
inherent in slow speed induction mo- 
tors. As the pump motor is usually 
more than 75 per cent of the total con- 
nected load, the over-all power factor 
of the dredge will be low when operat- 
ing at reduced speeds. Other than the 
use of capacitors or a synchronous con- 
densor, there is no way of correcting 
the low power factor in this type of 
installation. 

The most desirable type of control 
would provide easy and rapid adjust- 













ment of the motor speed, salvage the 
slip energy, and be capable of improv- 
ing the inherent low power factor of 
the main pump motor. In addition to 
these three characteristics, the modified 
Scherbius speed-regulating system em- 
bodies many other desirable features 
which make it ideal for this particular 
application of governing the main 
pump motor. 

In this application, the main motor is 
of the usual type of three-phase, 
wound-rotor induction motor. If, in- 
stead of an external secondary resist- 
ance, a constant voltage at exact rotor 
frequency and phase rotation could be 
impressed across the motor slip ring 
to oppose the secondary voltage, the 
speed of the motor would adjust itself 
to such a value that the secondary 
voltage would exceed the opposing volt- 
age by an amount equal to that neces- 
sary to send sufficient current through 
the impedance of the secondary circuit 
to develop the required torque. If the 
opposing voltage is adjustable, the speed 
of the motor could be changed by sim- 
ply varying the opposing voltage. It is 
a function of the Scherbius regulating 
set to provide a source of adjustable 
voltage which may be impressed on the 
secondary windings of the main motor 
to perform this function. 

The regulating set consists of an or- 
dinary synchronous machine, having a 
rating of 425 hp., .8 power factor, 900 
r.p.m., 2,200 volts, three-phase, 60-cycle, 
direct connected to a three-phase regu- 
lating machine having a rating of 475 
kva., 900 r.p.m., 270 volts, 0/13.3 cycles. 
The latter is a completely neutralized 
shunt-wound, three-phase commutator 


Constant-torque Scherbius control for 
main pump motor (left). This motor 
with the Ohmic-drop exciter connec- 
tion shown at the extreme right end 
of the shaft is rated at 2,500 hp., 360 
r.p.m., with a speed range from 400 
to 280 r.p.m. at horsepowers from 
2,800 to 1,950. Transformer and re- 
sistor connections for the Scherbius 
control (center). Regulating set 
driven by a 425-hp. synchronous mo- 
tor (right). This regulating machine 
adjusts the voltage applied to the 
slip rings of the main motor 
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of the Month 


Control for the electric dredge. Main 
switchboard and control panels (left). 
The pilot house controls showing 
air brake control for the ladder, 
swings and flood drums (right). 
Drum controllers and pushbuttons 
for cutting operations enable a single 
operator to control all central dredg- 
ing operations 


machine having an armature similar to 
that of the ordinary direct-current ma- 
chine. It is equipped with three sets of 
brushes spaced 120 electrical degrees 
apart. Three windings are provided on 
the stator: (1) A neutralizing wind- 
ing whose function is to neutralize the 
effect of load so that the voltage 
appearing at the machine terminals is 
proportional only to the rotor speed 
and the flux of the machine; (2) the 
main exciting winding, whose function 
is to adjust the voltage of the machine 
by adjusting the current in this wind- 
ing; and (3) an interpole winding, 
whose function is to assure good com- 
mutation. The regulating machine has 
the property of maintaining the voltage 
at its main terminals with the same 
frequency and phase rotation as that 
impressed upon its main fields. 

In addition to the regulating set, an- 
other machine called an Ohmicdrop ex- 
citer is required. This machine con- 
sists of an armature like that of a syn- 
chronous converter, having both a com- 
mutator and slip rings. The armature 
is mounted on the shaft of the main 
motor so that the speed is always the 
same as the speed of that machine. Its 
commutator is wound with the same 
number of poles as the main motor, and 
the phase rotation of the exciter is 
such that the direction of rotation of 
its magnetic field is opposite to the 
mechanical rotation of the exicter. The 
exciter has the property of giving a 
constant voltage with varying frequen: 
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cies which is always exactly the same 
as that of the secondary circuit of the 
motor. 

Advantages of the Scherbius speed- 
regulating system may be summarized 
as follows: 

1. The motor speed can be easily 
and quickly adjusted. 

2. The equipment may be designed 
for a constant torque, constant horse- 
power or any variation between the 
two. 

8. All of the advantages of the 
wound rotor induction motor are re- 
tained. 

4, The over-all power factor is high. 

5. The over-all efficiency is high. 

6. Twice as much speed range may 
be obtained at practically no increase 
in cost over that of the single range 
system. 

In dredging operations, most of the 
energy is consumed in the main pump 
motor and it is in the interest of econ- 
omy that high efficiency and high power 
factor are important. Together with 
the ability to regulate speed closely, 
the Scherbius drive incorporates these 
advantages, making the equipment 
ideal for main pump control. 

Other electrical features of the vessel 
include the use of an outdoor switch 
house, containing the circuit breakers 
and metering equipment for the 11-kv. 
incoming power: and the use of a Ward 
Leonard system for operating the winch 
used in raising the ladder and swing- 
ing the hull during operations. Direct 
current power for this system is pro- 
vided through a  four-unit motor- 
generator set which consists of a 
300-hp., .8 power factor synchronous 
motor, a 200-kw. direct current gener- 
ator with its exciter and a standby 
300-hp. gasoline engine. Ordinarily 
this set is driven by the synchronous 
motor from the 2,200-volt circuit. In 





case of emergency, however, the gaso- 
line engine will drive the set and, 
under the latter condition, provision is 
made for taking 440-volt alternating 
current off the synchronous motor, 
now operating as an a.c. generator, for 
supplying essential pump and machin- 
ery motors and lighting circuits. 

The electrified installation on the 
dredge was made by the Pacific Elec- 
tric Motor Co., of Oakland. whose en- 
gineer, George Duncan, did much of the 
planning and engineering. 

v 
@ California Electric Safety Orders, as 
prepared by the editing committee 
for final consideration of the general 
committee, have been sent to the state 
printer, according to George Kimball, 
electrical engineer for the Industrial 
Accident Commission. As soon as the 
galley proofs are received, the commit- 
tees, both in southern California and 
northern California, will be called to- 
gether for a final consideration before 
the orders are given the public hearing 
required by law. In form and arrange- 
ment the safety orders follow closely 
the new National Electrical Code and 
incorporate the changes made in the 
National Electrical Code this year. The 
effective date for the orders to go into 
effect has tentatively been set for Jan. 
1, 1934, but it is expected that distribu- 
tion of the copies will be made long be- 
fore that time. The orders will be 
called the 1934 Electrical Safety Orders 
of the State of California. 
v 

@ Photo Cell Reference Book—Lumo- 
tron Vacuum Products Division of 
General Scientific Corp. has issued a 
photo electric cell reference work cover- 
ing every type of application for photo 
electric cells. Copies may be secured 
by writing the company’s factory in 
Chicago. 
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- ... there’s just one 


measure 


to judge an insulator by. We could tell you 
how good these Locke shackle insulators are 
—the improved methods of manufacture — 
the exact control of processes—the uniform- 
ity and close tolerances—the rigid tests and 
inspections and the careful handling and 
packing. But that’s only a part of the story. 


The true test comes after they’re on your 
lines. And that’s when you'll realize how 
good they really are. Operating men every- 
where have gone Locke because Locke insu- 
lators stand up year after year regardless of 
conditions. They don’t deteriorate, they have 
a margin of safety against abnormal shocks 
and they’re all designed to make them easy 
to handle in the field. 


If you aren’t already using these Locke 
shackle insulators we’d like to show them to 
you. We know you'll want to use them, too.” 







OWARE 
AND HAR 
NSULATORS AND 
LOCKE MC TRIBUTION et 
* mal ELECTRIFICA 
U 


Have you had your copy of this Locke 
bulletin yet? If not, send us your 
name and address. A postcard will do. 





| No. 33001 | 


- 


LOCKE 
PORCEIAIN 
INSUIATORS 








GENERAL ELECTRIC SUPPLY CORPORATION WESTERN SALES AGENT 
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e A Century of Progress! One hundred years ago 
electricity was a laboratory plaything but a step re- 
moved from magic. At the Columbian Exposition in 
1893 it was wondrous and weird, its possibilities just 
awakening popular imagination. Today, in 1933, 
there would be no Chicago world’s fair without elec- 
tricity. It, more than anything else, is symbolic of 
civilization’s progress in the last half century. So the 
Century of Progress pays tribute to electricity. 


Because economic conditions will preclude a visit 
to the fair by many Pacific Coast electrical people, 
Electrical W est provides this synthetic trip in pictures, 
just as it furnished the industry a synthetic convention 
in the June 1933 issue. 


Reactions from a trip to the fair are varied. Visi- 
ters agree to this: Electricity’s contribution to science, 
industry, agriculture, commerce and home life are dis- 
played in a manner never before equalled. It is all 
there, from simple instruction in the elements of elec- 
tricity to the wireless transmittal of energy. Every 








on a CENTURY of PROGRESS 


conceivable home appliance is on display. Wonders 
of laboratories hitherto only known to scientists are 
there, not for the public to see alone, but to hear, feel, 
actually operate. 


The lighting beggars description. If the P. P. I. E. 
in 1915 was a symphony of light, then the Century of 
Progress is a rhapsody. Technique employed is deco- 
rative floodlighting in static white light with relief, 
outline and ornamental effects achieved with gaseous 
tubing. There are mobile color-lighted fountains, a 
scintillator of twenty-four 36-inch are floodlights. Low 
mushroomlike standards illuminate paths and gar- 
dens, giving the illusion of walking waist deep in light. 

To operate it all requires 35,000 kw. of capacity; 
3,000 kw. for the lighting alone. All circuits are under- 
ground. Wiring in buildings is new in technique—as 
many as sixteen 2/0 cables in metal raceways with 
4-circuit fuse boxes replacing distribution cabinets. 
Everything possible was preassembled, hung in place. 
The pictures tell the rest. 
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© First sight of the fair in daylight 
would provoke a typically West- 
ern “What the h - - -?” Brilliant, 
garish colors — blues, greens, 
yellows, purples—are daubed on 
buildings of modernistic or futu- 
ristic architecture in which flat 
surfaces, rambling expansive 
facades, and major horizontal 
dimensions predominate. Trans- 
formation occurs at the impres- 
sive nightly ceremony in which a 
ray from Arcturus lights a giant 
searchlight atop a Skyride tower 
and this in turn focuses success- 
ively on phototubes which meta- 
morphose structures, gardens, 
trees and fountains into a glow- 
ing, vibrant picture. Here are the 
Court of the States and Federal 
Building from Skyride tower, and 
two views of the Hall of Science. 
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BUILDING 


¢ Dominating Northerly Island is the Electrical Building embellished 
with hanging gardens, gilded pylons and paved terraces. Here is housed 
the wizardry of electricity. Here lighting technique reaches a peak with 
effects never before seen. A great color-lighted fountain in the central 
court is reflected in a highly polished metal hood 85 feet overhead. 
Higher still a battery of searchlights form a sky canopy of light. Behind 
the fountain, gaseous tube cascades drop from the roof, giving the illu- 
sion of waterfalls. Inside the building, which is windowless, phonograph 


records play melodies in multi-changing colored lights upon the walls. 





LIGHT and 


PoweErR 


e “Electricity at Work” rightly labels the coopera- 
tive exhibit of the light and power industry. Forty 
exhibits along a 550-foot aisle tell the story of elec- 
tricity from ancient times to the present. On a 40- 
foot wall a symbolic copper giant wrests electricity 
from Nature, puts it through a power house and 
then to useful work. There are historical exhibits, 
technical exhibits, practical exhibits. There are six 
model stores built to quarter-scale, perfect in every 
detail, industrial plant operations, a modern home, 
school room, farm. Dominating the whole is a 92- 
foot operating diorama showing electricity’s genera- 
tion and use. Day changes to night, lights light, 
plants run, all while a recorded voice simply and 
convincingly explains the story of electric progress. 
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EXHIBITS 


e Electrical manufacturers have made 
splendid contributions to the Century of 
Progress electrical displays. In keeping 
with the theme of the exposition Westing- 
house shows dramatically and graphi- 
cally the part it has played in electrical 
progress. Along with modern appliances 
and devices of every character, the wiz- 
ardry of the research laboratory is dem- 
onstrated in a series of interest-provoking 
exhibits. And just for contrast, look at 
the Westinghouse exhibit at the Colum- 
bian Exposition when electricity was new. 
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¢ General Electric keeps no secrets from visi- 
tors to the fair. Somewhere in 9,000 square 
feet on the first floor of the Electrical Building 
is displayed, usually demonstrated, always ex. 
plained, nearly every scientific and commercial 
development of the company. And, interesting 
to the uninitiated as are the demonstrations 
and explanations of such mysterious scientific 
magic as fever machines, photoelectric tubes, 
cathode-ray oscillographs and a Thyratron or. 
gan, the most thrilling (and by far the largest) 
section of the exhibit is that of G-E commercial 
products and processes, ranging from electric 
kitchens to a replica of a generating station. 
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APPLIANCES 


¢ Into the exhibits of Westinghouse and General 
Electric went much time and money. Both are 
extremely educational and help dispel the cloud 
of mystery through which the average person 
views the generation, distribution and applica- 
tion of electricity. Westinghouse and General 
Electric, however, by no means monopolize either 
space or interest in the electrical exhibits. Be- 
sides those of these two manufacturers are dis- 
plays of A. T. & T., Ll. T. & T., Stewart-Warner, 
Curtis Lighting, Hoover, Norge, Singer, R.C.A.. 
Federal, Century Electric, Kelvinator, Leonard, 
Frigidaire, Altorfer Bros., Conover, Waters- 
Genter, Chicago Flexible Shaft, Exide, Sangamo, 
Van Cleef, National Carbon and others. The elec- 
trical industry should be grateful to these exhib- 
itors, because, subtly, forcefully, all of them 
have emphasized the story that electricity has 
been divorced from luxury and has become a 
service for and available to all classes of people. 





| 


i 


’y 


SHOWMANSHIP 


© Most commentators say that the electrical exhibits 
are as impressive as any at the exposition. Certainly 
all make full use of the showmanship that electricity 
provides through spectacular lighting, phototubes, 
talking pictures, relays, motion and mystery. The 
industry needed a large dose of showmanship; the 
Century of Progress provides it. Approximately 
fifty million people — almost half the popula- 
tion of the United States — will have visited the 
exposition before it closes. Impressed by the indus- 
try’s showmanship, the service it performs, the pos- 
sibilities electricity offers today and its promises for 
the future, they must have gone home with desire 
aroused to own some of the electrical things they 
saw. They are part of the industry’s 1933 market. 





B Steeltubes nutes prorece 
{00 StLOUIS Hosrrral. Butpwes 


One hundred buildings in the seven municipal hospitals 
of the City of St. Louis, Mo., are protected by The AERO 
Automatic Fire Alarm. 


Steeltubes was the conduit selected for this note- 
worthy installation, and it was chosen because it was 
used on many previous installations of a similar nature 
and had always been found satisfactory. 


What is this modern conduit? It is electrically 
welded steel tubing—strong, rigid, threadless. It af- 
fords the same degree of mechanical and electrical 
protection as old-style conduit. It bends and cuts easi- 
ly. No time need be expended on threading, and three 
simple fittings adapt it to any work. It has been given 
broad Code and Government approval. 


Architects find that it fits into shallow walls and 
floors, and saves time and cost for the owner. Con- 
tractors find that it brings in work at a profit. Jobbers 
find that its popularity with architects and contractors 
makes Steeltubes a quick turnover item. 


Write fpr more detailed information. 


THE MODERN THREADLESS RIGID CONDUIT 


ceahsulyoes 


Electrical Division 
STEEL AND TUBES, INC. 
CLEVELAND bd: OHIO 


A UNIT OF REPUBLIC STEEL CORPORATION 
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The G-E step voltage 
regulator is designed 
for circuits of 4800 to 
13,800. volts, three- 
phase, 50 amperes and 
less. Voltage range: 10 
per cent buck -and- 
boost, in steps of 24% 
per cent. 


from 


by Investing in the NEW 
G-E Step Voltage Regulator 


20-mile, 12,000-volt rural circuit of a south- 
A eastern power company presented the 
problem of narrowing a wide variation in voltage 
at the end of the line, as well as raising the 
general voltage level. This was accomplished 
by installing a G-E step voltage regulator, at 
a ‘total cost of about one-half that of other 


. methods. 


‘Not only was this increasingly important prob- 
lem in distribution—the maintenance of the 
desired voltage—satisfactorily solved, but in just 
a litthe more than three years the installation 
will have paid for itself from increased revenue 
due to voltage maintenance. 


If you have delayed the regulation of suburban 
and rural circuits because of initial expense, it 
will pay you to investigate thé new G-E step 
voltage regulator. For further information, ad- 
dress the G-E office nearest you, or Department 

‘ : 6-201, General Electric, 
Schenectady, N. Y. Ask 
for a copy of Bulletin 


GEA-1577. 
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General view of the test bench showing the laboratory standard mounted flush with 
the table top, the toggle switch panel and voltage, current, and phase shifter ter- 
minal board. The phase shifter is shown at the left. 







Special Bench Speed Tests on 
Rotating Standards 


shut fads Dh eienameee ons. «tralia 


By GEORGE H. LOGAN 


j be measured on a single instrument 
e Los Angeles Gas and Electric with a full scale of 5 amp. 
Corporation Double-throw toggle switches are 


mounted on a panel on the back of the 

LECTRIC utilities follow the prac- test bench. Adjacent to this panel is 
tice of verifying the accuracy of 
customers’ watt-hour meters by peri- 
odic checks against portable field 
standards. These field standards in 
turn must be tested in comparison with 


pedites their testing has proven to be 
a great advantage. 
On a test bench a laboratory stand- 


located the standard potential and cur- 
rent panel from which the field stand- 
ard obtains its voltage and load 
current. 

For tests, the field standard is 
placed on the table and its current and 
potential coils connected to corre- 
sponding terminals on the _ bench. 
Briefly, switches Nos. 3, 4 and 6 are 
used to impose the various loads on the 
instruments, the setting of any one of 
them being effective only when the 
other two are in a neutral position. 
This obviates the possibility of over- 
loading a current coil in either standard 
or of burning out protective fuses. 

Test procedure calls for comparing 
first the field standard 5-amp. coil with 
the laboratory standard at full and 
light load, unity power factor and also 
at full load at 50 per cent power fac- 
tor. By employing a phase shifter in 
the circuit, observations are made at 
leading or lagging current. Similar 
comparisons are made with the 10-, 25-, 
50- and 100-amp. coils at any load 
within the rating of the coil or at any 
desired power factor. 

Rapidity of test is facilitated be- 
cause once the potential and current 
coils of the instrument under test have 
been connected to the proper terminals, 
all subsequent circuit changes are made 
with the toggle switches. 


Circuit diagram for testing rotating standards. Fingers of the toggle switches 
make contact to the left in the schematic circuit when the switch is in the up posi- 
tion and to the right in the down position. Closing toggle switch No. 1 energizes 


a laboratory standard under precisely the loading transformer and places 220 volts from phase 3-1 across the primary. 
controlled conditions. Where there are A red indicating lamp adjacent to the toggle switch and another mounted above 
a large number of these field standards, the current terminals indicate readiness for the test. Placing switch No. 6 in the 
as is the case of the Los Angeles Gas full load, or down position, connects rheostat R, in series with the secondary of 
and Electric Corp., a device which ex- the loading transformer, the current coils of the standards, and the ammeter. 


R,; is adjusted until the current is 5 amp. Placing this switch in the down position 
simultaneously open-circuits the energizing coils of the 25-and 50- amp. relays, 
thereby removing the load carried through their contactors in the event their 
corresponding switches are closed, a safety feature inherent to this circuit, At the 


ard is mounted permanently in the table same time it opens the circuits controlled by switch No. 4 and, as additional 
so that its face is flush with the top, precaution, the red indicating light previously described will burn only when switch 
an arrangement which protects it from No. 3 is in the neutral position 


jars that might affect its accuracy. 
Surrounding the instrument is a box in 
which the temperature is maintained at 
90 deg. F. by a thermostatically con- 
trolled 40-watt lamp, eliminating re- 
sistance variations due to fluctuating 
temperature. 

The testing circuit is unusual in that 
connections are so arranged that various 
loads and power factors can be im- 
posed on the proper coils of the stand- 
ard merely by setting double-throw 
toggle switches. The assembly pre- 
sents a flexible and speedy aid to the 
comprehensive test of a standard and 
enables the tester to accomplish a com- 
plete check of the instrument without 
changing connections once the poten- 
tial and current coils are connected to 
the appropriate terminals. 

Inspection of the diagram will dis- 
close the fact that a phantom load sys- 
tem is employed, the load current being 
derived by varying rheostats R:, R., or 
R;, in the secondary circuit of the load- 
ing transformer, depending upon the 
load desired. As each instrument 
transformer is chosen to produce 5 
amp. flowing in the secondary with 
rated load in the primary, all loads can 
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New Code Adopted 
In San Francisco 


Montus of conference between in- 
terested parties have culminated in the 
drafting and adoption of new wiring 
rules for the city of San Francisco, 
under the guidance of Ralph Wiley, 
chief of the department of electricity. 
The new rules are rigid in requirements 
and although built over the framework 
of the National Electrical Code and 
the California State Safety Orders, re- 
quire a number of standards higher 
than found in those instruments. The 
new rules set new standards of installa- 
tion practice in some instances, and 
possibly presage the future develop- 
ment of the National code in others. 

A few of the additional requirements 
or exceptions to the N. E. C. are as 
follows: Electric metalic tubing is not 
permitted for services. No service con- 
duit less than 1% in. permitted. Mul- 
tiple conductor service cable is allowed 
but conductors must not be smaller 
than No. 4. Such cable is not per- 
mitted for any use except services. 
Bus service requirements are detailed. 
Bare neutral service is permitted. Main 
service switches and fuses may be 
ommitted where size exceeds 1,200 
amps. under special conditions. The 
meter sequence is determined as after 
the service switch on loads under 100 
amps. except under special permission. 

Knob and tube wiring on residential 
work is permitted, though armored 
cable, non-metalic sheathed cable, and 
wooden moulding are not. Rigid con- 
duit is to be used on all new work except 
dwellings and flats. Flexible conduit 
can be used except for services, or in 
new work, or for grounding conductors. 
Armored cable can only be used on 
special permission. 

A daring, although long desired step 
on the part of the industry, is taken 
in requiring that no black enameled 
pipe may be used; all conduit must be 
galvanized, sherardized or hot dip gal- 
vanized. A six months’ period to clean 
out stocks is given. Wiring tables la 
and 1b of E.S.O. are not in effect. 
Electric metalic tubing is permitted 600 
volt circuits, No. 4 wire. Non-metalic 
surface extensions are not permitted. 
Conductors are required to be covered 
with flame retarding, moisture resist- 
ing braid. 

Demand calculations of Section 613, 
N. E. C., are not in effect. Flexible 
cords, except type “S” on _ portable 
lamps, are not allowed in show 
windows. Panel boards are limited to 
40 circuits, single fusing, 20, double 
fusing. Appliances of 1,500 watts or 
more must be switched or provided 
with approved disconnecting plug; 
metal frames must be grounded. Three 
wire circuits are not permitted unless 
in complete single fusing, identified 
neutral installation, with voltage not 
exceeding 150, and then only for either 
lighting or a convenience outlet circuit, 
but not mixed. The same goes for 
multiphase circuits. 

Circuits, domestic, are limited to 12 
outlets, or 25 medium base sockets, 
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or not more than 1,000 watts to the 
circuit. Stores and industrials except 
by permission are permitted 1,500-watt 
circuits. Stores must provide a mini- 
mum of 2 watts per sq. ft. for lighting, 
industrials 1 watt per sq. ft. Show 
windows must provide a convenience 
outlet for each 50 sq. ft. of floor space 
in addition to the lighting. Conveni- 
ence outlets are all to be wired on sepa- 
rate circuits, and with no wire smaller 
than No. 12, and fused at 20 amp., 125 
volt. In domestic circuits, eight single 
or duplex outlets may be installed; in 
stores only six single, or three duplex. 
A new schedule of demands is listed 
for fixed appliance loads. 

The provisions regarding electric 
signs, particularly of the gaseous tube 


Reconstruction 


Costs 


at 
their 


Lowest 


Level 


type, are quite complete and detailed. 
All signs must either stand shop in- 
spection, if locally made, or bear Un- 
derwriters label if made elsewhere. 


v 


@ Ordinance and Earthquake— After 
working with the planning commis- 
sion of Orange County for about two 
years on a county building code em- 
bodying an electrical code, the contrac- 
tors of Santa Ana, particularly Gilbert- 
Weston-Stearns, Inc., were successful in 
finally having adopted a uniform code 
proposed by the Pacific Coast Electrical 
Bureau after the earthquake in south- 
ern California. The code covers con- 
struction work in all unincorporated 
areas of Orange County. 
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ANY hydroelectric plants in the West are re- 

quired to operate in spite of reduced load 
demands—and in spite of their obsolescence or 
lowered efficiencies due to long service. Removal from 
the line for essential replacements will become more 
difficult as load demands increase with corresponding 
increases in cost of outage time. 

Marked improvement in efficiency, dependability 
and safety can be accomplished at relatively insignifi- 
cant cost under present conditions. Pelton engineers 
will be glad to consult on any rehabilitation plan 
without obligation, offering their extensive experience 
in reconstruction work of all kinds. 


The Pelton Water Wheel Company 


HypDRAULIC ENGINEERS 


120 Broadway 
NEW YORK 


2929 Nineteenth St. 
SAN FRANCISCO PHILADELPHIA 


Paschall Station 


Pacific Coast REPRESENTATIVES for Baldwin Southwark Corporation, 
De La Vergne Engine Co. and Larner Engineering Co. 
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Motor 
Forum 


—An Idea Exchange 


for the Industrial Man 

and his practical prob- 

lems, either mechanical 
or of policy 


““Second-Hand” Is Not 
Necessarily “Second-Rate”’ 


 & LANCING back through the fifteen 
years of my operations in maintaining 
a marketing service for buyers and 
sellers of machinery, especially used 
electrical machinery, gives me clear 
vision of many forms of misunder- 
standing which for one reason or an- 
other seem rooted in the concepts of, 
and reflected in the conduct of trans- 
actions by those with whom one deals 
in buying and selling second-hand 
equipment. 

I will endeavor to express my views 
here in hope that out of possible com- 
ments in reaction to what I say— 
comments either in agreement or in 
condemnation—there may arise a sug- 
gestion conducive to betterment of gen- 
eral trade conditions beneficial to all. 

Everyone engaged in the business of 
machinery exchange undoubtedly meets 
similar varieties of disturbing situa- 
tions; and no doubt each has his pet 
grievances. However, I shall confine 
myself to brief discussion of but one 
single factor, an intolerable obstacle 
to good business, the removal of which 
from the machinery sales field, I have 
reason to feel assured, would meet with 
the unanimous applaud of the electri- 
cal industry. 

I refer to the meaning of those com- 
mon expressions, “used” and “second- 
hand.” As to meaning, the dictionary 
is not yet written that reveals the 
slightest hint of the distressing situa- 
tions which arise in the course of ma- 
chinery sales negotiations owing to the 
erroneous inferences attached to those 
words in a debasing sense when applied 
to one’s line of goods. 

The fact that any enterprise discon- 
tinues operations should not infer that 
its plant equipment immediately de- 
generates to doubtful value because the 
words second-hand becomes attached to 
it. But so soon as a new machine is in- 
stalled it becomes “second-hand” as far 
as the market value is concerned, while 
its value in terms of usefulness is not 
necessarily impared in the least. Nor 
is its value in these terms lessened 
by change of ownership or change of 
location. In this respect a machine is 
not different from a horse. There are 
different kinds of horses suited to dif- 
ferent kinds of jobs. Just so with ma- 
chines. But who ever heard of a second- 
hand horse? No matter how often he 
is sold and resold; no matter how often 
the veterinary has filed his teeth and 
healed his ailments, he is never suffered 
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By R. H. DACHNER 
Dachner Machinery and Engineering 
Company, San Francisco 


to endure the indignity of a “second- 
hand” label, a label that seems to carry 
some strange connotation of suspicion, 
4 stirring of fear in the background of 
the buyer’s mind, a warning to beware. 

Thus the second-hand dealer is faced 
with a buyer possessed of a vague idea 

rat in making such a transaction he 
‘s entering on a business deal which 
bespeaks a second-rate business phi- 








Another phase of the motor 
distribution problem, from a 
dealer in second hand equip- 
ment only. As with the for- 
mer series by a motor dealer, 
Electrical West invites com- 
ment in this forum of motor 
and industrial men’s inter- 
ests. This article presents a 
seldom considered factor in 
economics, and poses a chal- 
lenge to ethics as well. 








losophy; not illegitimate, of course, but 
still not on quite the upper plane of 
business ethics encountered in buying 
new equipment. 

Such illusions are apparently but a 
traditional hangover of former times. 
Today—lI can refer at least to the West 
in general—electrical dealers are citi- 
zens of an order of character as upright 
in principle as can be boasted of in 
any groups devoting their activities to 
any other line of industry. It is no 
doubt true, but true only as in any 
other field of endeavor, that a small 
minority may be so shortsighted as to 
risk creating a dissatisfied customer. 
But this minority is at present but a 
feeble residue with a trend toward self- 
elimination. 

Many electrical dealers of today, 
especially used machinery dealers, are 
engineers of considerable experience. 
No longer need the buyer consult the 
manufacturer in selecting equipment 
most suited to an application. A great 
many of these dealers have invested 
their money in service shops and a 
stock of equipment in warehouses. It 
is impossible for the manufacturer of 
new machinery to compete with them 
on a price basis so long as used equip- 


ment is abundant on the market. And 
it is often impossible for the manu- 
facturer to excel in quality of product 
offered or the engineering service that 
goes with it. 

Resale of idle used machinery is a 
service to society equally as construc- 
tive to national welfare as the manu- 
facture and sale of new machinery. If 
this commerce of second-hand exchange 
were not carried on, perhaps a minor- 
ity of machinery manufacturers might 
profit by it for a time—a very short 
time—at the expense of the multitude, 
but the resultant national waste would 
be tremendously destructive to national 
wealth. Certainly, such a line of en- 
deavor is worthy of a place on a plane 
of dignified respectability second to no 
other branch of industrial service. 

Space limitation prohibits enumera- 
tion of many unfair burdens with which 
the electrical dealer is distressed. But 
in summing up, including competitive 
tactics introduced by electrical machin- 
ery manufacturers and sales resistance 
originating from other sources, the 
most objectionable impediment to bet- 
terment of the dealer’s lot seem to re- 
volve around misconceptions in the 
mind of the trade. And when that 
factor is recognized as a cause, it be- 
comes an index to a remedy. 

At suggestion of undertaking to cor- 
rect the mental attitude of the trade, 
the task may hint of impracticability; 
may appear too idealistic to admit of 
accomplishment. But is it ? 

We are now a people undergoing a 
reassimilation of economic concepts 
heretofore taken for granted without 
examination. Changes in thought, 
changes in viewpoint, are taking place 
enmass and many traditional influences 
discarded. The dealers have the truth, 
and the trade suffers from illusion. It 
is often to the self-interest of the trade 
to buy from second-hand dealers. 

Enthusiastic, collective effort of deal- 
ers, motivated by an incentive of direct 
individual welfare in advancing the 
prestige and business interests of their 
chosen profession, could accomplish 
much. Perhaps a well planned adver- 
tising campaign, collectively sponsored, 
would aid. At any rate, the probabili- 
ties of obtaining satisfactory results 
through the medium of advertising 
could be surveyed. 

Juding from performances of the 
past, and the outlook of the present, 
what trends will soon develop in the 
business relations between manufac- 
turer and second-hand dealer would be 
rather difficult to guess. But with the 
handicap of dealing with skeptical sales 
prospects eliminated, the major disad- 
vantages shouldered by the dealer in 
overcoming sales resistance, competing 
with the manufacturer, and combating 
forces deteriorating to the probity of 
his profession, at least will have dis- 
appeared. 

Vv 
@. L. J. Benedetti, Seattle, has opened 
the Industrial Electric Co. at 1304 
Stewart Street, where he will specialize 
in engineering and contracting electri- 
cal work. He was formerly with Steele 
& Phelps Co. in Seattle. 
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distribution service 
on G. E. Motors and Control... 


* 
Everybody knows how good General Electric motors th ro ugh P a 3 


are. Here is a distribution service on these motors that f Tayb aR 
is equally good, equally dependable, equally efficient. . - ss 
distributing 


houses 





It brings you just the motor you want. It meets 


your requirements right in your own vicinity. More. 





It anticipates your requirements by maintaining in stock near 


Look for the Graybar 


shield, the guarantee of 


you a full reserve on which you may call at a moment’s notice. 2" ™er—and 


every thing else electrical 






GRAYBAR ELECTRIC Co. OFFICES IN 73 PKINCIPAL CITIES. EXECUTIVE OFFICES: GRAYBAR BUILDING, NEW YORK, N. Y 
SAN FRANCISCO SEATTLE LOS ANGELES OAKLAND SPOKANE PORTLAND TACOMA 
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@A. C. Wingo, design and construction 
engineer of the City of Los Angeles, 
Department of Water and Power, has 
been temporarily transferred to Den- 
ver to work with engineers of the U. S. 
Reclamation Bureau on the design of 
Hoover Dam power house. Mr. Wingo, 
who has long been associated with the 
bureau and has had diversified experi- 
ence on the design and construction of 
power plants of all types, will act in a 
consulting and advisory capacity on the 
design and layout of the portion of the 
power plant which will be devoted to 
the seven 115,000-hp. generators which 
represent the City of Los Angeles’ 
share of power to be obtained from 
this project. 
v 


q Arthur P. Davis, of Oakland, Calif., 
former chief engineer of the Reclama- 
tion Service and more recently gen- 
eral manager of the East Bay Utilities 
District, has been appointed consulting 
engineer on the Boulder dam project. 


v 


qw. M. Meacham, president of Meach- 
am & Babcock, electrical engineers of 
Seattle, Wash., recently sailed on a 
Grace liner from San Francisco for New 
York by way of Central America and 
Panama. 


v 


q@Liewellyn Evans, superintendent of 
the Tacoma Light & Power Depart- 
ment, has been appointed consulting 
technician for the Muscle Shoals project 
by A. E. Morgan, administrator of the 
Federal agency directing the Tennessee 
development. Mr. Evans has_ been 
granted a leave of absence of from 
three to six months by the Tacoma De- 
pertment. 

@Seth Butler, Wiedenthal - Gosliner 
Electric Works, San Francisco was 
elected vice-president of the San Fran- 
cisco Motor Dealers’ Association in the 
place of James Powers, formerly of 
Enterprise Electric Works, who re- 
cently joined the West Coast Electric 
Works, all of San Francisco. 


7 


@ George Foss, Sacramento electragist, 
is installing the wiring at two Junior 
High Schools in that city. The Kit Car- 
son Junior High School was engineered 
by Robert L. St. John, of San Fran- 
cisco. The California Junior High was 
engineered by - Calahan, of Sacra- 
mento. 





v 


@ Fred Williams, who originally joined 
the affiliated property of the South- 
ern Sierras Power Co. through the Hol- 
ton Power Co., was made assistant 
general superintendent of the Imperial 
Ice and Development Co. by J. E. Col- 
lins, vice-president and general man- 
ager of the company. Mr. Williams is 
stationed at El Centro. 
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@Westerners on the newly elected 
directorate of the American Institute 
of Electrical Engineers include R. B. 
Bonney, of Denver, and R. W. Soren- 
sen, of Pasadena, with C. R. Higson, 
of Salt Lake City, remaining on the 
board as a holdover officer. 


v 


@ Sacramento Electrical Contractors’ 
Assn., in its annual election, named J. 
D. O’Connor, of Lupen & Hawley, elec- 
trical and plumbing contractors, presi- 
dent of the organization, succeeding 
Cc. A. Utley, of California Mechanical 
and Electrical Engineering Co., presi- 
dent for the past two years. George 
Foss was elected vice-president. Mr. 
Foss is a city councilman in Sacra- 
mento in addition to proprietor of his 
own contracting firm. Frank Waxon, 
of Waxon Bros., was named treasurer, 
and Bill Welch was reappointed secre- 
tary-manager. The association at a 
subsequent meeting decided to affiliate 
itself as a body with the Electrical 
Contractors’ Assn. of Northern Cali- 
fornia, and through it, with the Na- 
tional Electrical Contractors’ Assn. Mr. 
O’Connor has taken active part in the 
work to bring the benefits of the In- 
dustrial Recovery Act to his group and 
to an independently organized associa- 
tion of residential contractors in Sac- 
ramento. 
v 


@ Denver Officers—William A. J. Gus- 
cott was made president of the Den- 
ver Electrical Contractors Association, 
Inc., at its annual meeting, late in May. 
Clark Rider was selected vice-president; 
B. Stiles secretary, and Theodore Nol- 
lenberger, treasurer. With them, to con- 
stitute the board of directors are: 
Robert H. Edwards, George B. West and 
Basil Swank. 
v 


@ George Eldridge, for some years field 
secretary of the California Electragists, 
and Harry Willberry, have taken over 
the Morgan Electric Co. at San Le- 
andro. The firm engages both in the 
sale of electrical appliances and in con- 
tracting. 
Vv 


@ John Pegram, well-known electrical 
contractor of Port Angeles and for 
mer mayor, was recently named state 
electrical inspector of Washington. 


v 


@ Victor Lemoge, electragist of San 
Francisco, has been awarded the con- 
tract for two units of the electrical 
work on the San Francisco-Oakland Bay 
Bridge, the first covering the work on 
Yerba Buena Island, including the tun- 
nel, and the second on the San Francisco 
approach to the bridge. Contracts for 
other units of electrical work on the 
bridge have not yet been announced. 


v 


@ Ear! Wilson, electrical contractor of 
Napa, has just completed the wiring 
installation at the new Masonic Temple 
in that city. Engineering was in charge 
of G. M. Simonson, of San Francisco. 
A detailed story of the installation will 
appear later. 





Louis F. Leurey Dies 
After Long Illness 


An engineer gifted in speech is rare 
enough but one with a prophetic vision 
and the ability to impart it to others 
lives once in a blue moon. 

Louis F. Leurey, prominent Pacific 
Coast consulting e'ectrical engineer, 
who died in San Francisco July 7 after 
long illness, was one such. Graduated 
in electrical engineering from Tulane 
University in 1902, he held important 
engineering positions with the New Or- 
leans Railway & Light Co., the Spokane 
& Inland Railway and the British Co- 
lumbia Electric Railway Co., Ltd. He 
came to San Francisco in 1913 where 
he took the postion of assistant me- 
chanical and electrical engineer of the 
Panama Pacific International Exposi- 
tion. Since 1917 he has been engaged 
in consulting practice, with offices in 
San Francisco, specializing on indus- 
trial work for such firms as C. & H. 
Sugar Refining Co., Sperry Flour and 
others. He was a member of the 
A.LE.E., the Illuminating Engineering 
Society, the Pacific Coast Electrical As- 
sociation and was past president of the 
Engineer’s Club and the San Francisco 
Electrical Development League. He 
was a frequent contributor to Electrical 
West. 

v 


@Walter Spencer Boggs, many years 
in service of the Southern Sierras 
Power Co., first in the construction de- 
partment and later in the commercial, 
died recently as the result of a stroke. 
Mr. Boggs was born in Pittsburgh and 
was educated at Carnegie Institute of 
Technology. 
Vv 


George A. Hill, of La Canada, Calif., 
was elected chairman, Lloyd Gates, 
General Electric Co., secretary, of the 
Southern California Section, I[lluminat- 
ing Engineering Society. The board of 
managers consists of the president and 
secretary and Willard Bausman, M. R. 
Coles, G. H. P. Dellman, Franklin W. 
Loomis, and George M. Rankin. 


v 


@ Harry Ecklund, San Rafael electra- 
gist, recently completed the lighting 
installation for a new Safeway store in 
San Rafael. The installation includes 
the new standardized window display 
system of the Safeway stores consisting 
of Holophane units arranged for high- 
intensity lighting. 
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you in your power expansion 
program. 
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«Water Power Equipment” 
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New Hubbel Policy 


and Representation 


Harvey Hubbel, Inc., manufacturers 
of finish wiring devices and fittings, 
Bridgeport, Conn., has announced the 
appointment of two new Pacific Coast 
representatives as a result of a visit 
to the Coast by Emmett Moore, gen- 
eral sales manager. A change in policy 
has also been announced, in which dis- 
tribution will be confined in a more 
selective manner to fewer wholesalers. 

Grover A. Andersen, for many years 
manager of The Electric Corp. at its 
San Francisco office, has been named 
district representative for northern 
California, Nevada and Utah, and has 
been established in the Pacific Coast 
office and warehouse, with a stock of 
over 700 of the company’s items, at 
542 Natoma St., San Francisco. 

A. M. McMillan, formerly with Gray- 
bar in the Northwest, and for over a 
year in Los Angeles, has been made 
representative for southern California 
and Arizona. Mr. McMillan operates 
from his home at 240 So. Doheney Dr., 
Beverly Hills. 

Frank Strohecker, 2207 First Ave. 
So., Seattle, will continue to represent 
the company for the states of Oregon 
and Washington. 

As an example of the more selective 
distribution plan, in northern Califor- 
nia distribution will be limited to C. H. 
Carter Co., for Sacramento and Stock- 
ton, The Electric Corp. and Graybar 
for San Francisco and Oakland, and 
Gilson Electric Supply Co., in Oakland. 


v 


«_W. N. Matthews Corp. announces ap- 
pointment of Waltham, DeWitt & Krusi 
as its representatives in northern Cal- 
ifornia and Nevada. Clinton DeWitt 
and Roy F. Krusi for the past seven 
years have been and will continue to 
distribute the Taper Tube Poles. Ralph 
O. Waltham was recently editor of 
Electric Light and Power magazine. 
Mr. Waltham was formerly employed 
by Great Western Power Co and P. G. 
& E. in various construction capacities 
until joining the California Railroad 
Commission in 1922, where he acted as 


assistant gas and electric engineer 
until 1929. 


Vv 


@ Eugene P. Schaefer is now sole pro- 
prietor of Coast Electric Supply Co., 
249 Ninth St., San Francisco, having 
bought out the interest of Harry Hern- 
ing, his partner. Mr. Herning will re- 
main with the firm as a salesman, Mr. 
Schaefer announced. The company re- 
ports substantial improvement in busi- 
ness during past months. 


¥ 


@ Correction—Electric Material Co., 
San Francisco, has been appointed 
representative for northern California, 
Nevada and the Hawaiian Islands for 
Penn-Union Electric Corp., Erie, Pa., 
manufacturers of bakelite terminal 
blocks, solderless connectors, conductor 
fittings and devices. J. G. Corrin repre- 
sents Penn-Union Electric Corp. in 
southern California and H. H. Manny 
Co., Seattle, in the Pacific Northwest. 
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New Deviees * * ° 


to Use on that Next Job 





Gear Motor 


Reliance Electric & Engineering Co., 
Cleveland, Ohio, offers a new line of 
gearmotors in sizes rated % hp. and up 
which combine motor and speed reducer 
into one self-contained and fully pro- 
tected unit. A cartridge-type gear unit 
carries all gears and bearings except the 
high-speed pinion and bearing. The car- 
tridge can be readily removed without 
disturbing the alignment of any gears 
or bearings. A simple train of helical 
gears permits quiet running. Gear ratio 
may be changed by substituting new 
high-speed pinions and gears. Position 
of the output shaft can be shifted by 
rotating the cartridge gear unit.—Elec- 
trical West, August, 1933. 


Vv 
Prepayment Meter 


Sangamo Electric Co., Springfield, Ill, 
announces a new type HCP prepayment 
meter which is built in all single-phase 
capacities from 5 amp. to 25 amp. inclu- 
sive, both two-wire and three-wire. The 
coin mechanism is arranged for the 
U.S quarter. By appropriate gear change 
wheels, any kilowatt-hour rate from 3 
cents to 15 cents, varying by one-half 
cent steps, may be secured. The total 
of the money inserted, the unused kilo- 
watt-hours and the total kilowatt- 
hours used are all registered on indicat- 
ing dials. The meter element consists 
of the standard Sangamo type HC watt- 
hour meter, while the coin mechanism 
is the same as that used abroad in the 
product of the British Sangamo Co., 
Ltd.—Electrical West, August, 1933. 


v 
Micro-Switch 


Cc. F. Burgess Laboratories, Inc., New 
York, N.Y., announces the availability of 
a quick-acting micro-switch capable of 
handling sufficient current for the ma- 
jority of electrical control functions. 
Through using beryllium copper alloy 
for contacts the switch requires only 
1/1000 of an inch movement and a few 
ounces’ pressure for positive operation. 
The switch is contained in a dust-proof, 
molded phenolic case with three dif- 
ferent types of colored tops which serve 
to @lentify the type of switch: red top, 
normally closed; green top, normally 
open, and blue top, double-throw. All 
types are single-pole. A tiny plunger 
protrudes through the top and receives 
the slight energy required to operate the 
switch mechanism. The switch is rated 
at 10 amp, 110 volts or 5 amp., 220 volts, 
a.c.—Electrical West, August, 1933. 





Small Switch 


Colt’s Patent Fire Arms Mfg. Co., Hart- 
ford, Conn., has placed on the market a 
small 30-amp., two-pole, solid neutral! 
switch known as Colt-Noark No. 513. 
The switch is of dual-break construc- 
tion, front operated, and despite its 
small size provides sufficient space for 
wiring without removing the block. It 
has means of locking in the “off” po- 
sition if desired. It can be provided 
with facilities fdr easy connection of a 
thermostat or limit control device in 
series with other apparatus and _ so 
equipped is known as No. 513L.—Elec- 
trical West, August, 1933. 





Dropout Fuswitch 


W. N. Mathews Corp., St. Louis, has a 
Fuswitch in which the upper contact de- 
presses cartridge at all times so that 
when fuse link melts or blows the pres- 
sure of upper contact causes cartridge to 
drop away. Simplicity and low cost are 
features; has few parts and no compli- 
cated mechanism. Two types—single in- 
sulator and double insulator—each in two 
sizes: 7% and 15 kv., 1 to 60 amp., rup- 
turing capacity 1,200 amp. Current- 
carrying parts of copper or bronze.— 
Electrical West, August, 1933. 


v 





Extension Duct 


National Electric Products Corp., Pitts- 
burgh, Pa., has placed on the market a 
new metal “Xtensionduct,” consisting of 
a two-piece oval duct which takes two 
No. 14 wires. Also available for use 
with this duct is a complete line of fit- 
tings, including receptacle, elbows and 
corners. The duct is finished in neutral 
mahogany. However, one coat of quick- 
drying enamel will finish any color to 
match it. pected ia, August, 1933. 





Enclosed Switch 


A roomy, enclosed switch featuring full- 
floating, double-break contacts with posi- 
tive switch action and spring throw-off 
and throw-on, is offered by Arrow Elec- 
tric Division. The Arrow-Hart & Hege- 
man Electric Co., Hartford, Conn. Alumi- 
num satin finish box.—Electrical West, 
August, 1933. 





v 


Small Transformers 


A new line of small transformers for 
bell ringing, ultra-violet lighting, fur- 
nace control and the like has recently 
been announced by the Westinghouse 
Electric & Mfg. Co. These new trans- 
formers are furnished in any ratio for 
the following ratings: Primary 230 volts 
or less, secondary 125 volts or less.— 
Electrical West, August, 1933. 


v 
Midget Relays 


Ward Leonard Electric Co., Mount Ver- 
non, N.Y., has published Bulletin No. 106, 
listing 130 Midget magnetic relays with 
ecircut diagrams and contact arrange- 
ments.—Electrical West, August, 1933. 
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A avertising 


and 





The New Deal 








66 DVERTISING is certain to be an 

important factor in the new industrial 
relationships established under the terms of 
the Act. In its effects, the law will bring to 
the fore the sales problems of the manufac- 
turer and will emphasize the  impor- 
tance of an accurate knowledge of his 
markets. I believe, too, that research in 
industry will enjoy even greater’ im- 
portance under the provisions of 
the law. 


66 OOD advertising will become more 
essential than ever. It will be in a 
position to help the business executive avoid 


those wasteful and expensive practices in 
selling which so often add needless costs to 
needed products. Good advertising is opposed 
to senseless price cutting and unfair compe: 
tition. These are two business evils which 
we hope to reduce under the new plan of 
business administration. 


66 ONSTRUCTIVE selling competition 
will be as strong as ever and there will 
be great need for aggressive sales and adver- 
tising efforts..... What we are going to need 
more than ever is energetic, intelligent, honest 
efforts to sell goods to people who are to use 
them.”—-General Hugh 8S. Johnson.* 








* Extracts from a letter to Edgar Kobak, President, Advertising 
Federation of America, for transmittal to the convention of that 


organization. 
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What’s 
New 2 


Utility Condemnation 
Under Fire 


Declaring that if municipalities con- 
tinue to condemn and take over elec- 
trical distributing facilities within their 
corporate limits, rural districts will be 
compelled to forego the use of elec- 
tricity, two members of the California 
State Railroad Commission dissented 
in an opinion signed by three commis- 
sion members which places a value 
upon the distribution facilities of the 
Southern California Edison Co., Ltd., 
in the city of Tulare, Calif. 

The decision is the outgrowth of an 
application filed by Tulare in which a 
valuation of Edison Company proper- 
ties was sought looking toward con- 
demnation. The commission found a 
value of $200,000 for the property, to 
which it added $28,700 as severance 
damages. Factor in the findings was 
the city’s offer of a contract to pur- 
chase power at wholesale from the Edi- 
son Company for a period of seven 
years. Experts for the utility placed 
the value at an amount ranging be- 
tween $433,700 and $553,700. 

Commissioner Leon O. Whitsell in 
dissenting held that the value set by 
the commission did not reflect just com- 
pensation for a property which showed 
annual net earnings of at least $38,209 
and that the wholesale power purchase 
contract offered by the city could not 
be considered as an allowance which 
might offset actual severance damages. 
He said: 

“In my judgment neither just com- 
pensation nor adequate severance dam- 
ages have been fixed in this case. This 
failure on the part of the commission 
will ultimately result in injury, not 
only to the stockholders of the com- 
pany, but also to the consumers re- 
maining on its lines after the property 
is taken, and particularly to those con- 
sumers remaining in the Tulare rural 
district. If the municipalities in this 
state continue to condemn and take 
over the electrical distributing facili- 
ties within their corporate limits and 
thereby throw the greater burden of 
system maintenance and costs upon the 
backs of our rural population, the time 
is not far distant when that burden 
will become too great and agriculture 
will be compelled to forego the use of 
electrical energy or the utilities will be 
compelled to furnish electrical energy 
at a rate figure which would not return 
sufficient compensation to warrant the 
maintenance of the systems. Such tak- 
ing of utilities’ facilities with the re- 
sultant disintegration of utility sys- 
tems will likewise be injurious to the 
urban as well as to the rural communi- 
ties.” 


38 


In an opinion concurring on the find- 
ings and order, Commissioner M. B. 
Harris approved the view expressed by 
Commissioner Whitsell as to the “dis- 
astrous consequences of splitting utility 
systems into fragments.” 

In a second dissenting opinion Com- 
missioner Wallace L. Ware recom- 
mended that the matter be reopened 
for the purpose of receiving accurate 
and convicing figures that would dem- 
onstrate fair value. “In a word,” he 
said, “we see in this proceeding a city 
forever removing some of the cream 
from a privately owned utility. It 
seems reasonable to me that when you 
buy cream you should pay cream 
prices.” He held that a fair value was 
$348,942, which is twice the reproduc- 
tion cost new less depreciation. He 
condemned “the widespread operation 
of this policy of sharp-shooting the 
lucrative spots of utility properties at 
the city’s lowest bid.” 

“Such a practice works greater havoc 
upon the legitimate investor in utility 
securities. The general enactment of 
this plan would threaten the stability 
of hundreds of millions now soundly in- 
vested and might imperil the perpetuity 
of utility structures throughout the en- 
tire state. These comments emanate 
from a simple recognition of the fact 
that a sound regulation primarily con- 
ceived to safeguard the consumer must 
likewise afford impartial refereeing 
when the consumers become aggress- 
ors.” 


v 


Portland’s New Mayor 
Discusses Utilities 


What the new mayor of Portland, 
Joseph K. Carson, thinks about the 
utility business in his city was ex- 
pressed in a radio broadcast July 11. 
Summed up it was that lower rates 
could be secured through elimination 
from 
properties of the two utility companies 
serving the city and the consolidation 
of only such facilities from the gen- 
erating stations to the meters as is 
necessary to serve present demands. 

He declared emphatically against any 
proposal to construct a municipally 
owned plant for the city, stating that 
such plant would be a drug on the 
market in the face of the present over- 
capacity to meet the present market 
demand for electrical energy. Such 
municipal plant would either retard 
federal development on the Columbia 
River or be made obsolete by such de- 
velopment, he contended. In his own 
words, “If the city were to make a 
huge investment in additional generat- 
ing facilities, the subsequent develop- 
ment of the Columbia River project 
would soon make that investment 
worthless.” 

While expressing a sympathetic in- 
terest in 19,000 local preferred stock- 
holders of the two existing utility com- 
panies, he censored the companies for 
building physical properties and cre- 
ating capital structures “all out of 
proportion to the city’s needs.” He 


the rate bases of duplicating © 





condemned absentee management, ce 
claring against paying any fee to East 
ern holding companies and _ insisting 
that local utilities should be Oregon 
corporations, to bring them under the 
jurisdiction of the state courts rather 
than permitting them to carry their 
fights to the federal courts. 

His proposed solution to the utility 
question generally was to place before 
the state commissioner of public utili 
ties the proposition of surveying th. 
market needs of the community and 
the existing physical properties of the 
companies to find a valuation for only 
such physical properties as are neces- 
sary to meet the needs, and then t 
base rates on this valuation. 


v 


San Francisco Plans 
Power Development 


San Francisco’s board of supervisors 
has instructed the Public Utilities Com- 
mission to prepare immediate estimates 
of the cost of bringing Hetch Hetchy 
power into that city with the view of 
including that project in the construc- 
tion program for which federal finan- 
cial aid will be sought. The project 
embraces the construction of a 20,000- 
kw. hydro plant at Red Mountain Bar, 
a 7,500-hp. steam standby plant, a sub 
station and extension of the present 
high tension line from its terminus at 
Newark to the city limits. 

Output of the city’s 80,000-kva. Mo 
casin plant, built in conjunction with 
its water supply system, is at present 
sold at wholesale to Pacific Gas and 
Electric Co. In 1929 the California 
Railroad Commission placed a value of 
$26,685,000 and $11,815,000 on the Sar 
Francisco distribution facilities of th: 
Pacific Gas and Electric Co. and Great 
Western Power Co., respectively. This 
latest step marks the first definit 
move since that time to embark th 
city upon a program of municipal dis 
tribution. 


v 


@Salaries Increased—General salar) 
and wage increases of 5 per cent, effe: 
tive July 1, 1933, have been announce: 
by both Westinghouse Electric & Manu 
facturing Co. and General Electric C: 
Both increases are in line with the a! 
nounced policy of the national admin 
istration to increase the purchasin: 
power of those dependent upon indus 
try for their income. Both applied t 
subsidiary companies. 


v 


@ Wenatchee, Wash., has under consid 
eration a proposal to acquire the distri 
bution system of the Puget Soun 
Power & Light Co. and to engage i 
the municipal distribution and sale o 
electrical energy. Power would be pu) 
chased at wholesale from the utilit 
company. A special committee heade 
by Fred Sharkey, city engineer, ha 
been appointed to negotiate with th 
utility company, looking toward suc 
an acquisition. 
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Los Angeles to Buy 


Mono Basin Lands 


The Los Angeles, Calif., city council 

; ratified resolutions of the munici- 

| water and power commission which 

tablish the form of contract and pro- 
dure for the purchase by the city of 

e Mono Basin and Owens Gorge prop- 

ties and water rights of the Southern 

erras Power Co. at a price of $6,950,- 

0. The plan as approved by the coun- 
| includes payment by the city to the 
ater and power department of $840,- 
(0 for unmetered water service for 
ie fiseal year, and the return by the 
partment to the city’s general fund 

$525,000 for interest and sinking 
ind charges on St. Francis dam dis- 
ster bonds. 

A special committee of the water and 
ower commission, including A. F. 
‘outhwick, vice-president of the com- 
mission; H. A. Van Norman, general 
manager and chief engineer of the de- 
partment of water works and supply, 
ind E. F. Seattergood, general mana- 
ever and chief engineer of the bureau 
f power and light, will proceed to 
iraw up the contract for the land pur- 
chase, which, it is stated, will in no- 
wise affect the power rights of the 
company. The proposal to purchase 
the Southern Sierras Power Co. ranch 
properties along with its irrigation 
water rights, has been under discussion 
for about five years past. The pur- 
chase has been advocated to make pos- 
sible a considerable increase in the 
city’s water supply. 

Coincident with the action of the city 
council, suit was filed in the county 
superior court asking an injunction re- 
straining the water and power depart- 
ment from paying more than $500,000 
for water rights in the Mono Basin. 


¥ 


P.C.E.A. Holds 
Annual Meeting 


Election of officers, passage of 
amendments to the constitution making 
the organization autonomous and decis- 
ion to continue comparatively inactive 
for the immediate present were features 
of the annual meeting of the Pacific 
Coast Electrical Assn. held in Los An- 
geles recently. Attendance was made 
up principally of executives of the light 
and power companies in California. 

W. C. Mullendore, executive vice- 
president, Southern California Edison 
Co. Ltd., was elected president with A. 
H. Markwart, vice-president, Pacific Gas 
and Electric Co., and F. O. Dolson, vice- 
president and general manager, South- 
ern Sierras Power Co., as vice-presi- 
dents. Norman H. Sunderland, Pacific 
Gas and Electric Co., was re-elected 
treasurer. The present executive com- 
mittee was re-elected with the addition 

f retiring president R. E. Fisher. 

Amendments divorcing the organiza- 
tion from the now defunct N.E.L.A., 
which were passed by the executive 

ommittee in January, were voted upon 
favorably by the membership. 

In his annual report, President Fisher 
leclared in favor of an early resumption 
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of association work. He said, “It is my 
earnest hope that an improvement in 
conditions will justify an early resump- 
tion of our committee activities which, 
in my opinion, have meant so much 
to the industry as a whole and will also 
re-establish our group gatherings and 
conventions which have been productive 
of a much better understanding of our 
common problems. The association is 
by no means dead. The work of our 
predecessors is carrying on even in 
the present absence of activities.” 

He reported that, despite the inac- 
tivity in committee work, membership 
in the present association is within 90 
per cent of the total of a year ago. Dis- 
cussing the present-day problems of the 
industry, he recommended “that a com- 
prehensive educational program be 
adopted by our entire industry to the 
end that at least our own employees 
are more intimately informed as to our 
financial structures, rate bases, operat- 
ing problems, taxes and the like. Each 
employee of our industry, no matter how 
humble may be the type of service 
which he renders, is recognized by his 
friends and acquaintances as represent- 
ing the company by which he is emp- 
ployed. Is it any wonder that with his 
lack of familiarity with the manifold 
problems which today confront the util- 
ities, the public is so poorly and illy 
advised of the principles involved?” 


v 
@ Pasadena to Build Substation—Bids 
will be opened Aug. 15 by the Pasa- 
dena, Calif., city board of directors on 
construction of the proposed Lamanda 
Park substation for the municipal light 
and power department. Plans for the 
building have been prepared by Robert 
Ainsworth, Pasadena architect, and call 
for a two-story structure to cost be- 
tween $35,000 and $40,000. The sub- 
station equipment will be installed at a 
cost of approximately $175,000. The 
substation building will serve as both 
a substation and a commercial office 
for the light and power department. 


v 


Columbia Basin Project to Start— 
Preliminary work on the $60,000,000 
Grand Coulee irrigation and power proj- 
ect on the Columbia River has been as- 
sured by the allocation of $377,000 
from the State Unemployment Relief 
Commission in Washington, D. C., to 
the Columbia Basin Commission. The 
latter organization immediately en- 
tered into a contract with the Reclama- 
tion Service to do the preliminary en- 
gineering work on the project. Wash- 
ington’s Senator Dill has oral assurance 
that money for the completion of the 
project will be made available from 
Federal funds. 


v 


@ Bids Called for Generators—Aug. 18 
is the date set by the U. S. Reclama- 
tion Bureau, Denver, Colo., for filing 
bids for generators for the Boulder 
Dam hydro-electric plant. Specifica- 
tions call for two or four 82,500-kva., 
vertical-shaft generators complete with 
main exciter, pilot exciter, thrust and 
guide bearings and surface coolers. In- 
cluded also is one 40,000-kva. machine. 


6.6 Per Cent Return For 
California Utilities 

Indicating that it considers 6 2/3 per 
cent as a reasonable return in an emer- 
gency period such as the present, the 
California State Railroad Commission 
established that percentage in an order 
reducing gas rates of the San Joaquin 
Light & Power Corp. Hitherto returns 
ranging from 7 to 7% per cent have 
been allowed. No electric rate hearings 
are on the commission calendar at this 
time and so far there has been no in- 
dication that the commission will insti- 
tute proceedings on its own motion as 
regards electric charges. 

The commission has denied an ap- 
plication of the San Joaquin Company 
to file a special rate for agricultural 
pumping plants of 500-hp. or more 
designed to combat gas engine com- 
petition on the grounds that it was 
discriminatory. Also denied was a re- 
duced schedule for winter agricultural 
pumping in which the demand charge 
was waived during the period between 
October and May ist. Here again the 
commission held that such a rate was 
discriminatory as regards various crops, 
a showing having been made that cer- 
tain crops could be irrigated at the re- 
duced rate prior to May 1. 

v 

q Engineers Report on Seaitle Plant— 
Seattle’s City Light system has a value 
of $37,152,500 without its new Diablo 
development on the Skagit River, which 
cannot be brought into service until 
an additional expenditure of about $4,- 
000,000 has been made, according to a 
report of Ford, Bacon & Davis, Ine., 
valuation engineers employed by the 
city to make a survey of the Light De- 
partment’s physical properties. The 
report commends the City Light De- 
partment particularly as to its manage- 
ment. It declares “there is no evidence 
of machine politics and no indication 
of appointment to important positions 
of inefficient employees based upon po- 
litical influence”. 


v 
Seattle Utility Tax 
Lp to Supreme Court 

Protest against the city of Seattle’s 
occupational tax against public utilities 
will be carried direct to the United 
States Supreme Court as the result of 
the granting of a writ of error by Chief 
Justice Walter B. Beals of the Wash- 
ington Supreme Court to three Seattle 
utilities opposing the levy. 

Seattle levied a 3 per cent tax on 
gross revenues against its utilities for 
the purpose of obtaining additional gov- 
ernmental revenue. Protest was made 
in the courts by the Seattle Gas Co., 
the Puget Sound Power & Light Co., 
and the Pacific Telephone & Telegraph 
Co. The Washington Supreme Court up- 
held the right of the city to impose 
taxes of this character. Among the ob- 
jections raised against the tax was the 
contention that it was unconstitutional 
for the city to tax a private utility com- 
pany when a city-owned utility was 
tax exempt. 
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Port Angeles Rates 
Are Reduced 


Wholesale rates charged the City of 
Port Angeles (Wash.) by the Puget 
Sound Power & Light Co. have been 
substantially reduced in an order issued 
by the Washington Department of Pub- 
lic Works. The decision orders the 
company to vacate its contract with 
Port Angeles and _ substitute rates 
which would reduce the city’s power bill 
on the basis of 1932 consumption from 
$64,650 to $38,857 per year. The de- 
cision includes a finding that a return 
of 4.65 per cent on book vaiue is “just. 
fair, reasonable and sufficient”, and a 
strong implication of the department’s 
belief that utility rates must follow 
changes in economic conditions. 

The company attacked the right of 
the department to issue orders in the 
case without a full physical valuation 
and also denied the right of the depart- 
ment to upset the terms of the 25-year 
contract entered into in 1913 for fur- 
nishing service. On the former poirt 
the commission ruled that “One of the 
greatest present-day needs of utility 
regulation is a less burdensome and 
more expeditious method of rate mak- 
ing. It must be remembered that the 
company itself has made rates over the 
whole period of its existence without 
resorting to a valuation such as it 
claims is necessary here.” 


v 
Municipal Utilities 
Protest Tax 


Representatives of cities in Washing- 
ton which have municipally owned utili- 
ties are conferring on plans to resist 
tax schedules imposed by H.B. 92 of the 
1933 Legislature. The bill levied a tax 
of 3 per cent on the gross incomes of 
light and water utilities and one-half of 
one per cent on street railway and auto- 
mobile transportation utilities to apply 
equally to publicly and privately owned 
utilities in the state. 

It is the contention of the cities that 
the imposition of a tax on publicly 
owned property or gross income from it 
is unconstitutional. 


v 

@Oregon Votes Down Power Bonds 
Oregon voters rejected a proposed 
$103,000 bond issue, proceeds of which 
were to be spent in making a state 
wide power survey, at a special elec- 
tion July 21. The bond issue was a 
part of the state owned power pro- 
gram voted at the last session of the 
legislature. In the same election 
voters of Portland rejected a proposal 
to purchase ornamental street lightings 
systems originally built under the dis- 
trict assessment system. 


v 


Oregon Power Bill 

Not on Ballot 

The Grange Power bill of Oregon by 
which the state could bond itself to 6 
per cent of its assessed valuation for 
the purpose of going into the power 
business did not appear on the ballot 
at the state special election on July 21 
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as per referendum recently filed with 
the secretary of state. The referendum 
petitions were attacked by the Grange 
and a temporary injunction was issued 
allowing 60 days for the plaintiffs to 
make their case. This throws the de- 
cision in the matter to a time beyond 
the special election date, meaning that 
if the referendum petition is eventually 
sustained, the measure will not be voted 
upon until the regular election of 1934. 


¥ 


Charlie Jordan 
Writes “Thirty” 


Unobtrusively J. Charles Jordan 
lived and worked. It was his especial 
gift. Small of stature, with disarming 
personality, he talked the language of 
the man on the street, and thereby 
learned what that man thought and felt. 
This knowledge he used in shaping the 
advertising appeal and program of Pa- 
cific Gas and Electric Co., for which he 
was assistant advertising manager. 

A kidney operation, from which he 
seemed to be rallying, carried him off 
suddenly, Sunday, July 16, 1933, at 
Merritt Hospital, Oakland. Mr. Jordan 





J. CHARLES JORDAN 


was 45, and had known a consistent 
rise in responsibility from the days, 
when as a boy, he worked in the offices 
of the old Oakiand Enquirer for the 
father of Frank A. Leach, Jr. When 
the latter went to work for the power 
company in Oakland in 19065, Charlie 
Jordan did too, and he did all sorts of 
jobs, from driving a wagon, meter read- 
ing, to accounting. In Oakland, when 
Mr. Leach was division manager, Mr. 
Jordan handled the division advertising 
and publicity affairs, and when Mr. 
Leach became general manager of the 
company in 1922, Mr. Jordan came over 
to San Francisco to organize and direct 
the advertising department. 

Mr. Jordan was active in the San 
Francisco Advertising Club, chairman 
of the cooperative advertising commit- 
tee of the P. C. Gas Assn., and was 
chairman of the Advertising-Publicity 
Section, P. C. E. A., for the year 1927- 
28. His work with Pacific Gas and 
Electric Co. brought him in personal 
contact with all of the publishers and 
editors of the country press, among 
whom he had many warm friends. 


F. M. Kerr President of 


Montana Power Co. 


Presidency of the Montana Power Co. 
vacant since the death of John D. Ryan, 
has been conferred upon Frank M. Kerr, 
vice-president and general manager of 
the company since 1915. Practically 
all of Mr. Kerr’s life-long experience 
in the electrical industry has been in 
Montana. He came to Butte in 1890 as 
a representative of the Northwest 
Thompson-Houston Co. to assist in the 
construction of the first incandescent 
lighting plant to serve the city. He 
remained as chief operator of the plant, 
later holding the position of chief en- 
gineer and assistant superintendent of 
the Butte General Electric Co., whic! 
was the early operating utility serving 
Butte. 

Upon the formation of the Montana 
Power Co. in 1912, Mr. Kerr became 
general superintendent. In 1915, he 
was named vice-president and genera! 
manager. During the early days he 
was an active figure in the application 
of electric power to the copper mining 
industry. As a strong advocate of 
hydro-electric power, he has been in- 
strumental in the development of the 
chain of hydro plants on the Missouri 
River, which serves the mines and 
electrified railroads of the state. 

James R. Thomas, assistant treasurer 
of the company, was elevated to th: 
position of treasurer coincident with 
Mr. Kerr’s promotion. Mr. Thomas has 
been associated with the company at 
various times since its inception in 
1912. In 1923 he became traveling 
auditor and in 1925 assistant treasurer. 


v 


Munro Heads 


Vancouver Club 


J. C. Munro was named president of 
the Vancouver Electric Club at the re- 
cent annual meeting. Mr. Munro is 
head of the industrial power sales divi- 
sion of the B. C. Electric Railway Co. 
Other officers elected are: T. C. Clarke, 
Northern Electric Co., vice-president; 
S. J. Fawcus, treasurer; J. Underhill, 
secretary, B. C. Electric Railway Co. 

Members of the executive committee 
are: A. C. W. Gage, purchasing agent; 
E. E. Walker, sales engineer; H. C. 
Walters, manager Granville Street 
store, all of B. C. Electric Railway Co.; 
E. W. Johnson, Canada Wire & Cable 
Co.; E. W. Markham, Northern Electric 
Co.; T. H. Crosby, Canadian Westing- 
Louse Co.; R. H. Hedley, Neon Products 
of Western Canada, Ltd.; C. Morden, 
Canadian Porcelain Co.; and L. B 
Stacey, Packard Electric Co. 


v 


@ Four members of the Pacific Coast 
General Electric organization attended 
Camp General, the annual meeting of 
G. E. managers held at Schenectady, 
N. Y., on July 15. They were D. E 
Harris, vice-president, General Electric 
Supply Corp.; R. M. Alvord, San Fran 
cisco manager; S. E. Gates, Los An- 
geles manager; and A. S. Moody, North 
west manager. 
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cL. A. Approves Commissioners—Ap- 
proval of the appointment of Arthur J. 
Mullen, Rev. John A. Eby, and A. B. 
Prior, as members of the Los Angeles 
Board of Water & Power Commission- 
rs by the City Council on July 17, 
nakes the Board completely in har- 
mony with the policies of Dr. John R. 
Haynes, president, and of E. F. Scatter- 
good, chief electrical egineer. The ap- 
pointments were made by Major Frank 
L. Shaw. Mr. Mullen is an attorney; 
Dr. Eby, general secretary of the 
Church Federation of Los Angeles; and 
Mr. Prior a former commissioner and, 
prior to his appointment, an employee 
of the water and power department. 

¥ 


Rocky Mt. Convention 
Set for September 


The Rocky Mountain Electrical As- 
sociation will hold its first annual con- 
vention at Santa Fe, N.M., Sept. 11-13. 
Arthur Prager, manager of the Albu- 
querque Gas & Electric Company, has 
been appointed convention chairman. 


v 


(Worth Allen, chairman of the Colo- 
rado Public Utilities Commission, has 
been reappointed by Governor E. C. 
Johnson to another six-year term in 
office. This announcement clears up 
final details of a situation that devel- 
oped after Governor Johnson named 
Otto Bock, Denver attorney and 
former member of the commission, to 





Barometer 





Industrial activity has been steadily 
mounting in the Western states, as 
elsewhere throughout the country. De- 
tailed data on energy consumption in 
various kinds of manufacturing plants 
during June indicate a rise, in the 
weighted average, of 3 per cent over 
May, 15 per cent over March and 20 
per cent over the corresponding month 
last year. 

Notable gains occurred in the forest 


succeed Mr. Allen. Refusal of the 
state senate to seat Mr. Bock was fol- 
lowed by court action which was pend- 
ing when Goveornor Johnson recently 
appointed Mr. Bock to a district judge- 
ship. 





Market Review 





California and Intermountain— 


The trend continues upward. While 
apparatus buying in large quantites is 
confined chiefly to larger federal and 
municipal projects, smaller orders are 
beginning to trickle in from operating 
companies, stimulated no doubt by the 
upturn shown by the load curves of 
practically every company in the 
West. The consensus seems to be that 
a continuation of this growth in load 
will result in an early resumption of 
normal central station purchasing. Re- 
assuring also is the evident determina- 
tion of the government to rush through 
its public works program in the inter- 
ests of unemployment and expanded 
purchasing power. 

Industrial lines tapered off slightly 
from the June trend, but the combina- 
tion of breweries, bridges and new in- 
dustrial plants now under way in this 
territory indicate that increases may be 
expected as the year progresses in 


, VN. 


products and paper industries. In food 
products there was a moderate rise, in 
contrast with the 3 per cent drop from 


practically all lines of industrial equip- 
ment. 

Prices in practically every line have 
had substantial increases during July. 
Steel materials, such as conduit, boxes, 
etc., have been subjected to price in- 
creases ever since the upturn late in 
May, some lines being increased as 
many as three times in the past month. 
Schedule equipment and supplies are 
reported to be going better, influenced 
by the increasing prices. Particularly 
significant is the fact that many sources 
report that for the first time in many 
months retail outlets are buying for 
stock. This also is reflected upon the 
wholesalers. 

Appliance sales are led by refrigera- 
tors which are enjoying an unprece- 
dented acceptance in this fourth year 
of the depression. Ranges and washer 
sales are also reported to be good by 
the wholesalers and retailers. Demands 
for automobile radios is increasing, 
dealers in some instances being unable 
to keep up with their orders for this 
particular item, 


Pacific Northwest 

In general, the outlook in the Pacific 
Northwest during the past few weeks 
has been exceptionally optimistic. Cen- 
tral stations are now showing greater 
urchasing activity due to the substan 
tial increase in kilowatt-hours through 
gains in their industrial loads. No proj- 


May to June in 1932, while the metals 
group is now 80 per cent higher than 
it was three months ago: 


Indexes of Manufacturing Activity in the Western States 


(All figures adjusted for number of working days) 


All industry 
Chemicals ‘ 
Sit se sivere 
Metals group ........ 
Forest products 
Paper and pulp. 
BOE. 5 cic cas 
Shipbuilding an 
Stone, clay and grass 


*Revision 


June May* Apr. Mar June 
1933 1933 1933 193 L932 
110.2 107.0* 103.2 95.8 41.6 
72.8 77.5* 82.4 70 3 85.2 
127 125.3 121.0 108.3 112.4 
99.1 57.7* 47 45.4 13.8 
151.4 144.2* 142.0 136.7 106.3 
159.7 139.2 130.0 111.0 128.7 
106.0 73.2 56.2 27.9 132.0 
107.2 98.1 105.4 GF 105.0 
102.0 104.2 91.0 109.3 72 
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ects of any size, however, are contem- 
plated, buying being confined chiefly 
for maintenance and service require- 
ments. 

The lumber business has been greatly 
stimulated and all mills are using one 
and two shifts while some are on a 
three-shift basis. Orders are reported 
to be far in excess of the cut. 

While showing a healthy condition for 
considerable time, the pulp and paper 
industry is still improving. Bleached 
pulp is holding the limelight due to 
the good market for high grade stock. 
Every effort has been turned to in- 
creased production with major changes 
under consideration. 

Silver has come in for its share of 
the rise in business due to price. Gold 
mining in Alaska still continues to show 
improvement. 

Resale manufacturers have again 
started to buy in a cautious manner, 
while second-hand equipment is holding 
the upper hand on the larger installa- 
tions. 

Merchandising, slow to start, is mak- 
ing a strong finish and all indications 
point to the buying season continuing 
later in the fall than usual. 


New building is still lagging behind 
the general trend and gains that have 
been made have been extremely “spotty” 
in character. Generally speaking, opti- 
mism is based upon improved load from 
industrial plants, better merchandising 
reports and the gains in prices. These 
factors point to a resumption of elec- 
trical buying in the early fall. 




















PROFESSIONAL 
SERVICES 


BYLLESBY 
ENGINEERING & MANAGEMEN' 
CORPORATION 


Wholly-owned Subsidiary of 
Standard Gas and Electric Company 


231 South LaSalle Street, Chicago 
New York Pittsburgh San Francisco 
/ 
ee ot ee a = eee. 
ELECTRICAL TESTING 
LABORATORIES 
Blectrical Photometrical, Chemical and Me- 


chanical Tests. Inspection of Materials and 
Apparatus at Manufactory 


80th St., and East End Ave., New York 


THE J. G. WHITE 
ENGINEERING CORPORATION 


Engineers—Contractors 


Oil Refineries and Pipe Lines, Steam and 

Water Power Plants, Transmission Sys- 

tems, Hotels, Apartments, Office and 
Industrial Buildings, Railroads. 


43 Exchange Place New York 














ARTHUR R. KELLEY 
CONSULTING ENGINEER 


Reports and Valuations, Public Utility 
Industrial Properties 


Edison Bldg. 


Los Angeles 
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any item thus can be found. 


\ir Conditioning 

Frigidaire Corp. 

Graybar Elec. Co., Inc. 
Anchors, Guy 

James R. Kearney Corp. 
Maydwell & Hartzell, Inc. 


\ppliances, Household 
Edison Gen. Elec. Appliance Co., 


Inc. 

General Elec. Co. 

General Elec. Supply Corp. 
Graybar Elec. Co., Inc. 

The Gute Co., Ltd. 

Malleable Iron Range Co. 
Mary Dowd Reardon Studios Ltd. 
Swartzbaugh Mfg. Co. 
Westinghouse Elec. Supply Co. 
Batteries, Storage 

Elec. Storage Battery Co. 


Boxes 

General Cable Corp. 
Russell & Stoll Co. 
Thomas & Betts Co. 


Brackets, Wood 
Locust Pin Co. 


Bus Fittings 

Burndy Eng’g Co. 

Cable Accessories 

General Cable Corp. 

John A. Roebling’s Sons Co. 
Cables 

General Cable Corp. 

General Elec. Co. 

Graybar Elec. Co., Inc. 

John A. Roebling’s Sons Co. 
Westinghouse Elec. & Mfg. Co. 
Carbon Brushes 

Morganite Brush Co. 

Circuit Breakers 

General Elec. Co. 

Westinghouse Elec. & Mfg. Co. 
Clamps, Cable 

James R. Kearney Corp. 


Cleaners, Vacuum 
Cramer Elec. Co. 






CRAMER’S 
REBUILT CLEANERS 
Parts for all makes 


Write for Catalog 
CRAMER ELEC. CO. 


1301 W. Washingto 
Los Angeles, Cal. 









Compounds, Insulating 
John C. Dolph Co. 
General Cable Corp. 


Condensers, Electric 
Allis-Chalmers Mfg. Co. 

J. G. Corrin 

General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


Conduit 
General Elec. Co. 
Steel & Tubes, Inc. 
Youngstown Sheet & Tube Co. 
Conduit, Underground 
Johns-Manville Corp. 
Connectors 
Burndy Eng’g Co. 
Electroline Co, 
James R. Kearney Corp. 
Cutouts 
James R. Kearney Corp. 
Westinghouse Elec. & Mfg. Co. 
Distribution Specialties 
General Elec. Co. 
/ames R. Kearney Corp. 
Maydwell & Hartzell, Inc. 
Electrodes, Arce Welding 
lohn A. Roebling’s Sons Co. 
Fans 
eneral Elec. Co. 
Vestinghouse Elec. & Mfg. Co. 
Fittings. Conduit 
teel & Tubes, Inc. 


If further information is desired, write to ELECTRICAL WEST, 883 Mission St., San Francisco, Calif. 
While the same care has been exercised in compiling this guide as in the directory, the publishers assume no responsibility for errors 
or omissions, but will make such corrections and additions as are requested within the restrictions set. 


Fixtures, Lighting 
Russell & Stoll Co. 
Thomas & Betts Co. 


Fuses 
James R. Kearney Corp. 
Trico Fuse Co. 


Gasoline 
Associated Oil Co. 


Generators 

Allis-Chalmers Mfg. Co. 
General Elec. Co. 

Westinghouse Elec. & Mfg. Co. 


Governors 
S. Morgan Smith Co. 


Heaters, Air 


Edison Gen. Elec. Appliance Co. 


Sandoval Sales Co. 

Thermador Elec’] Mfg. Co. 
Wesix Inc. 

Westinghouse Elec. & Mfg. Co. 
Edw. L. Wiegand Co. 


Heaters, Water 
Clyde L. Chamblin Co. 


Edison Gen. Elec. Appliance Co. 


Malleable Iron Range Co. 
Sandoval Sales Co. 

Thermador Elec’l Mfg. Co. 
Wesix Inc. 

Westinghouse Elec. & Mfg. Co. 


Instruments, Measuring 

Elec’! Eng’g Sales Co. 

General Elec. Co. 

Quality Elec. Co. 

Roller-Smith Co. 

Westinghouse Elec. & Mfg. Co. 
Weston Elec’] Instrument Corp. 


Insulation 
Johns-Manville Corp. 
Cc. D. LaMoree 


Insulators 

Corning Glass Works 

Garland Affolter Eng’g Co. 
Graybar Elec. Co., Inc. 
Hemingray Glass Co. 

Locke Insulator Corp. 
Maydwell & Hartzell, Inc. 
McLaughlin Glass Co. 
Westinghouse Elec. & Mfg. Co. 


Lamps, Mazda 
General Elec. Co. 
Westinghouse Lamp Co. 


Lamps, Vapor 
General Elec. Vapor Lamp Co. 
Keese Eng’g Co. 


Lamps, Sun 
General Elec. Co. 


Lighting Equipment 
Schleicher & Co., Inc. 


Meters 

Eng’g & Gen. Supply Co. 

L. A. Nott 

Sangamo Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


Motors 

Allis-Chalmers Mfg. Co. 
General Elec. Co. 

Westinghouse Elec. & Mfg. Co. 


Motor Starters 

Allis-Chalmers Mfg. Co. 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


Oil, Lubricating 
Associated Oil Co. 


Oil, Transformer & Switch 
Associated Oil Co. 


Panel Boards 

General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
Pins, Wood 

Locust Pin Co. 


Pole Line Hardware 

Associated Wholesale Elec. Co. 
Joslyn Co. of Calif. 

Locke Insulator Corp. 
Maydwell & Hartzell, Inc. 


Poles 
Maydwell & Hartzell, Inc. 
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i This guide to products supplements The Manufacturers’ Directory, published in the April, 1933 issue. 
i or equipment will be listed the advertisers of that product; by cross-checking with the listings in the directory, the local agents for 


Pacific Coast Steel Corp. 
Public Utilities 

Coast Counties Gas & Elec. Co. 
Pacific Gas and Elec. Co. 

San Diego Cons. Gas & Elec. Co. 


San Joaquin Light & Power Corp. 


Southern Calif. Edison Co. Ltd. 
Southern Sierras Power Co. 


Pumps 
Pelton Water Wheel Co. 


Ranges 

Edison Gen. Elec. Appliance Co. 
Electromaster, Inc. 

General Elec. Supply Corp. 
Malleable Iron Range Co. 
Standard Elec. Stove Co. 
Westinghouse Elec. & Mfg. Co. 





Under the name of the appliance 








Tools, Live Line 


James R. Kearney Corp. 


Towers, Transmission 


Pacific Coast Steel Corp. 


Transformers 


Allis-Chalmers Mfg. Co. 
American Transformer Co. 
Electric Agencies 

General Elec. Co. 

Jeffries Transformer Co. 
Sangamo Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


Tubing, Elec’] Metallic 


Steel & Tubes, Inc. 


Turbines 
Newport News Shipbuilding & Dry 


Dock Co. 


STANDARD ELECTRIC RANGES handled by 


Arizona Wholesale Electric Co., Phoenix, Arizona. 

California Wholesale Electric Co., Los Angeles, California. 

H. R. Curtiss Company, San Francisco, California. 

Fey & Krause, Inc., Los Angeles, California. 

Home Electric Co., Tacoma, Washington. 

Morse Hardware Company, Bellingham, Washington. 

H. E. Saviers & Son, Reno, Nevada. 

Albert Steinfeld & Co., Tucson, Arizona. 

Zion’s Cooperative Mercantile Institution, Salt Lake City, Utah. 
The von Hamm-Young Co., Ltd., Honolulu, T. H. 


Dist. Rep.—Wm. P. Swartz, 629 S. Serrano, Los Angeles, California 





Refrigerators 

Frigidaire Corp. 

General Elec. Co. 

General Elec. Supply Corp. 
Graybar Elec. Co., Inc. 
Malleable Iron Range Co. 
Westinghouse Elec. & Mfg. Co. 


Relays 

General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
Resistors 

General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
Rheostats 

Westinghouse Elec. & Mfg. Co. 


Service Organizations 


Elec. Refrigeration Bureau 

Elec’! Testing Labs. 

McGraw-Hill Book Co. 

National Elec. Cookery Council 

Neal, Stratford & Kerr 

Northwest Elec. Light & Power 
Association 

Pacific Coast Elec’] Ass’n 

Pacific Coast Elec’! Bureau 

Young’s Adv. Agency 


Signs, High Voltage 

W. D. Howze Sales Co. 
Steel Products 

Pacific Coast Steel Corp. 
Switchboards 
Allis-Chalmers Mfg. Co. 


Switches, High Tension 

James R. Kearney Corp. 
General Elec. Co. 

W. W. Kirk 

Westinghouse Elec. & Mfg. Co. 
Switches, Meter Test 

Meter Devices Co. 


Switches, Safety 


Mongerson’s Elec’] Mach. Works. 


Parker Elec’] Mfg. Corp. 


Switches, Time 

R. W. Cramer & Co. 
Landis & Gyr Co. 
Sangamo Elec. Co. 

Tork Clocks, Inc. 
Triplex Products Corp. 
Switchgear 
Allis-Chalmers Mfg. Co. 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
Tapes 

Johns-Manville Corp. 
Terminals, Cable 

General Cable Corp. 


‘Pelton Water Wheel Co 

S. Morgan Smith Co 
Valves 

Pelton Water Wheel Co. 

S. Morgan Smith Co. 
Washers, Clothes 

Little Giant, Inc., Ltd. 
Water Wheels 

Pelton Water Wheel Co. 

Wire 

Crescent Ins. Wire & Cable Co. 
Driver-Harris Co. 

General Cable Corp. 

General Elec. Co. 

Graybar Elec. Co., Inc. 
Indiana Steel & Wire Co. 

Cc. E. Ingalls (Copperweld). 
Maydwell & Hartzell, Inc. 
John A. Roebling’s Sons Co. 
Westinghouse Elec. & Mfg. Co. 
Wiring Supplies 

Graybar Elec. Co., Inc. 
Russell & Stoll Co. 

H. B. Squires Co. 

Thomas & Betts Co. 
Westinghouse Elec. Supply Co. 
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“Please Sell’ 


oe company merchandising has come in 
for plenty of kicks. Even to say a good word for 
it is to share in the brickbats that are heaved pro- 
miscuously whenever the subject is mentioned. 
But here is an angle that is seldom thought about, 
one that has a lot to do with the case. 

As B. C. Electric Railway Co. put it recently, 
“There never has been any trouble making goods; 
the problem has always been to find enough out- 
lets, and it has led dozens of manufacturers to set 
up their own line of stores or finance dealers who 
had the necessary energy and ability. . . . One 
reason (it was difficult for dealers to handle such 
items) was that the public was not demanding 
electrical appliances and therefore selling them 
was too expensive for the dealer. . . . The 
public utilities, on the other hand, had the per- 
manence, the ability and the resources to pioneer 
electrical appliances, and when such a company 
was doing a good job, it was not long before most 
of the manufacturers were begging it to handle 
its line. Naturally the utility cannot sell 
every line, nor does it want to. The more elec- 
trical dealers there are in the field the better we 
like it.” 

So if electrical merchandising is a problem, it 
is one which involves the manufacturer and his 
discounts to the dealer as well as it does the util- 
ity, which happens to beso strategically placed 
that customers look to it to serve them, manufac- 
turers to sell their products, and dealers to charge 
them for many of the economic ills that afflict 
their end of the business. 


v 


Community Interdependence 


a has said that civilized society is a 
mutually interdependent society; that no small 
group can live by itself alone. Certainly this re- 
lationship holds true of the urban and rural dis- 
tricts of the far West. Cities survive and grow 
because of prosperous rural back country. The 
rural areas prosper so long as the cities can ab- 
sorb the products and raw materials produced by 
the agriculturalists. 

Just how this interdependence affects the elec- 
tric light and power industry is shown in a de- 
cision of the California Railroad Commission in 
which three commissioners concur in a statement 
of policy expressed by one commissioner: 

“If the municipalities in this state continue to 
condemn and take over the electrical distributing 
facilities within their corporate limits and thereby 
throw the greater burden of system maintenance 
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and costs upon the backs of our rural population, 
the time is not far distant when that burden will 
become too great and agriculture will be com- 
pelled to forego the use of electrical energy or 
the utilities will be compelled to furnish electrical 
energy at a rate figure which would not return 
sufficient compensation to warrant the mainte- 
nance of the systems. Such taking of utilities’ 
facilities with the resultant disintegration of util- 
ity systems will likewise be injurious to the urban 
as well as the rural communities.” 

It is not expecting too much to hope that the 
opinion of these three men charged with protect- 
ing the interests of consumer, investor and utility 
will curb the civic selfishness or other motives 
that not alone threaten the utilities, but the wel- 
fare of whole commonwealths as well. 


v 
Restoring Confidence 


(cities because his firm was 
among those in the electrical industry announc- 
ing increases in salaries and wages, an employee 
of one of the manufacturing companies replied: 

“You don’t know all that this means tome. For 
a long time my wife and I have wanted a lot of 
things, have actually needed them. But every 
time we talked of buying something there was 
one thing that stopped the purchase. I only had 
to say, ‘Suppose I get another cut or even lose my 
job. Now we are going to get some of those 
things. We know that there are not going to be 
any more cuts. And furthermore we know that 
the company thinks well enough of me and my 
ability to keep me.” 

It’s that kind of confidence and psychology that 
the Industrial Recovery Administration is trying 
to engender. And that, more than anything else, 
will speed the recovery. So in commending those 
organizations in the electrical industry which 
have announced wage and salary increases, we 
voice the hope that they will not be the last. 
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B USINESS activity is improving; elec- 
tric power production is increasing. Before Installing Oil Blast 
Will your present breakers provide ade- 
quate protection when the full generat- Trip-coil 
ing capacity of the system is utilized? >And 


Be on the safe side — modernize your ee 
G-E breakers by adding oil-blast features. 
Be prepared for increased breaker duty, 
and benefit from the better operating 
conditions that oil blast provides. 


an” Ta 
os of arcing 
° . . ‘ . : eis ress short circujt 
Modernization with oil blast will give “4 Be. 
you three major advantages —at only a 


part of the cost of new breakers. They are: 


1. Increased interrupting ability 
2. Greater speed of interruption 
3. Decreased maintenance 


Examine these unretouched oscillo- | eT a 
grams. They tell the facts about an FK- 


iF 


130 breaker before and after it was en 

modernized by adding oil-blast contacts. eee, is 

The same tank and mechanism were eee 
used in both tests. The kv-a. interrupted 2 cycies cles os Bret 


. . re-tri ing- 
was practically the same in each case. P aati 


Write our nearest office for detailed infor- FRESE 
mation which will explain how the breakers Note the decrease in arcing time—from 5 1 2 cycles to 0.4 cycle; 
on your system can be modernized. General also the decreased duration of short circuit from 10 cycles to 5 1 2 
Electric Company, Schenectady, iw Bs cycles. This is convincing evidence of the efficiency of oil blast in 


modernizing breakers. 
470-39 
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We re FalSing a bumper Crop 


of farm business for YOU! 


GAIN this year the Pacific Coast Electrical 

d Bureau has been pointing a powerful advertis- 
ing campaign at farmers. 

Each month a new advertisement on a new subject. 
Selling some important farm need for electricity. 

Honest, believable advertising, written from the 
farmer’s viewpoint. Showing him how electrical 
equipment can save him money and time. How it 
can protect his crops. How it can give him, or his 
family, comfort and convenience. 

If, for one reason or another, you haven’t yet 
begun to cash in on this advertising—start today. 


There is plenty of business still to be had through 
aggressive merchandising methods. 

The cumulative effect of the advertising done so 
far—plus the punch of the advertisments due to ap- 
pear in the next five months—will get you off to a 
running start. 

The Pacific Coast Electrical Bureau will be glad 
to discuss with you merchandising methods used 
with success by dealers already in the field—displa) 
ideas—sales hunches—all the help that the knowledge 
and experience of the entire electrical industry has 
to offer. Write today. 


Pome, oo EKG COAS I ike & 3 Se em. SE BUREA 
447 Sutter St., 848 Roosevelt St., 601 W. 5th St. 
San Francisco Fresno Los Angele: 
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